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New York UNDERWRITERS 
INSURANCE COMPANY 


CAPITAL $2.000.000 










Over 
$127,000,000 


A. & J. H. STODDART, General Agents 
Harry L. Seay, 


President 
Clarence E. Linz, 
V. P. & Treas, 


H. B. Seay, 
Vice President 


P. N. Thevenet, 
V. P. & Secty. 


P. V. Montgomery, 
V. P. & Actuary 
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NATIONAL LIFE INSURANCE. COMPANY 


Montpelier, Vermont 


SEVENTY-EIGHTH YEAR 
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Assets......2 2.01. e cece cece cence ee eeen ec eeeeeeceteneeetaaeeecs $112,647,692 
NS oan 2s go SRRRE LE TERR ONESTAT AE hips CEPR SORTA 106,649,156 
Surplus, par basis (Market Value basis, $6,968,737).............. 5,998,536 
I RR SOD oor 3 Gans SS Vag) PV ew sen dea eee oan 3,739,632 
EE EE ae ge Oe POET EEE Gi, ae 532,739,407 


Seventy-eight years of constructive mutual policyholders’ service. 


$73,250,800 of new paid-for business issued in 1927, of which 35.94% was on 
the lives of old policyholders. 


Paid to policyholders since organization, $196,992,214, which, with assets to 
their credit, exceeds the premiums received by $25, 430, 565. 












NO NON-MEDICAL, GROUP, OR SUB-STANDARD BUSINESS WRITTEN 





Membership in this company demands evidence that the physical condition of the applicant is substantial 
with the condition of existing members at the time they were admitted. Any departure from this practice jeopardizes the equity of 
membership and is a discrimination against existing members. Medical examination is a distinct advantage to the applicant in the 
interests of his continued good health. 


A Complete Statement will be sent on request 
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A Plain Statement 


While gratified by the large increase in its new 
business, this Company is primarily interested in 
the carrying out of a well defined, long time pro- 
gram of development consisting of— 


lst —Specializing on the larger and more desir- 
able risks through its Preferred Life Plan 
and offering to this group the unusual 
savings to which this plan of operation 
entitles them. 

2nd—The building of a high type of sales or- 
ganization capable of dealing with the 
business and professional men who make 
up this Preferred group. 

3rd—The training through personal instruction 
and group conferences of its Managers 
and General Agents in the essentials of 
sales management, so they may success- 
fully recruit and train this better class 
of salesmen. 


We believe this program will not only secure the 
continued sound growth of the Company, but will 
create a most unusual opportunity for those associated 


with it. 
HOME LIFE 
INSURANCE COMPANY 


Ethelbert Ide Low, President 
james A. Fulton, Agency Vice President 


256 Broadway, New York, N. Y. 
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The Western Automobile Insurance Company 
The Western Automobile Casualty Company 
The Western Fire Insurance Company 


HOME OFFICES 
FORT SCOTT, KANSAS 


Established in 1910, 

Operating in 20 States. 

Combined Assets $2,870,200. 

Combined Capital and Surplus $1,080,392. 
Cash Income, 1927, $2,002,796. 
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Desirable Agency opportunities 
in unoccupied territories 


E. C. GORDON RAY B. DUBO 
Secretary President 














That Company— 


In an expanding mood pre- 
sents many wonderful opportu- 
nities to men of character and 
good record. Openings in Cal- 
ifornia, Oregon, Utah, Arizona, 
Nevada, Idaho, Wyoming, Okla- 
homa and Texas. 


Insurance in force, 


$100,000,000 


Admitted Assets, 
$14,250,000 


Direct Home Office Contracts 
CALIFORNIA STATE LIFE 


J. ROY KRUSE, President 
Home Office: Sacramento 




















Home Office Help 
The Product 


The most important factor in any 
sale is the product to be sold. All life 
insurance protection is governed by 
the same laws of mortality and aver- 
ages, and policies differ only in the 
way they apply those laws to different 
needs. Thus the Actuarial Depart- 
ment is the manufacturing base of a 
life insurance company. 

The Franklin Actuarial Department 
has created a complete line of policies 
possessing superior “quality-utility.” 
They are suited to modern needs, 
worded so that the prospect can recog- 
nize their usefulness, and absolutely 
dependable in every feature and pro- 
vision. 

The Franklin Actuarial Department, 
under the direction of Mr. F. R. Jor- 
dan, Actuary, assisted by Mr. J. A. 
Budinger, Associate Actuary, and Mr. 
J. Rollin Young, Assistant Actuary, 
co-operates with the men in the field 
by building policies that are easy to 
sell, 


The Franklin Life Insurance Company 
Springfield, Illinois 
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LIFE EDUCATORS TO 
ORGANIZE 


Attendants at Agency Officers 
Enthuse Over Plan 


OPTICAL TRAINING STUDIED 


L. B. Hendershot of Connecticut General 
Reveals New Methods of Teaching 
Agents and Managers 
Cuicaco, ILt., October 29.—A new era in life 
insurance salesmanship training, that of visual 
rather than the age old auditorial method, looms 
as a result of a demonstration of such methods 
and discussions at the opening session of the 
joint convention of the Association of Life 
Agency Officers and the Life Insurance Sales 

Research Bureau here on Monday. 

However, this was but one of the two impor- 
tant developments of the meeting, the other be- 
ing approval of a new association for life com- 
pany educational instructors, to function as a 
subordinate section to and sponsored jointly by 
the two associations. This latter step was rec- 
ommended by Pierce Young, educational director 
of the Missouri State Life, who opened the 
discussion on the first program topic “The 
Function of the Home Office Educational De- 
partment,” and was enthusiastically received by 
the dozens of eduvational directors present. 

They agreed that theirs was a difficult task 
—to study and develop independently an ade- 
quate training course for agents and managers 
—and they grasped at the idea of having an or- 
ganization wherein they might exchange experi- 
ences and information to the profit of each. An 
after meeting of educational directors was held 
and the sentiment was so strong that no vote 
was necessary for organization and it is under- 
stood that the executives of the research bureau 
and of the agency officers will proceed in the 
development of a program for educational 
directors to be presented at future conventions. 

The matter of visual education was introduced 
by L. B. Hendershot, who projected from a 
special stereoptical a new type of slide-film, 
not the old fashioned breakable slides, a scena- 
rio picturing the progress of an application from 
the time it leaves the agent through the vari- 
ous departments of his company, the Connecti- 
cut General Life, of which he is educational 
director. The pictures also forcibly drive home 
the need for answering fully each question of 
the application and the necessity of using black 
ink, pointing out the delay in delivery of the 
policy follows when applications are filled out 
hastily and inadequately. 

The spectators, who for the 
treated as new agents, were more than enthu- 
siastic and whén Mr. Hendershot cautiously 
suggested that slide-films, general in nature, 

(Continued on page 13) 
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LATEST CHICAGO 
SCHEDULE 


Maximum Commission of 35 Per Cent 
in New Proposal 


BOARD TO MEET NOVEMBER 14 


Several Important Changes Included in 
Revised Report of Tri-lateral Com- 
mittee Made Public This Week 

Cuicaco, Itt., October 31.—Maximum com- 
missions of 35 per cent for fire business in Cook 
County, limitation of contingent commissions on 
earned premiums to 10 per cent, and continu- 
ance of the agency representation at four, are 
the principal changes in the amended report of 
the tri-lateral committee which has been com- 
piling a workable schedule of commissions for 
Cook County. The report was filed today and 
a special meeting of the Chicago Board of Un- 
derwriters has been called for November 14 to 
act upon it. 

The revised report,was necessitated when, 
after the Chicago Board had adopted the first 
report, the Union, one of the participating or- 
ganizations, made its acceptance dependent upon 
the adoption of certain recommendations, 
namely, maximum commissions of 25 per cent 
for class two, and a maximum of 10 per cent 
for contingent commissions. 

It thus appears that the new report contains 
the recommendations of the Union. The Bu- 
reau, the third of the organizations, approved 
the last report but did not adopt it, continuing 
its section of the committee with a view to 
aiding in arrival at a workable plan. 

The first report provided for ultimate reduc- 
tion of commissions in Cook County to 30 per 
cent by January 1, 1931, which would have 
caused commissions of 10 and 20 per cent for 
class two. This report adopted over- 
whelmingly by the Chicago Board, the organi- 
zation of the agents. 

Thus the seeming paradox is presented of the 
producers agreeing to accept lesser compensa- 
tion, but then having the companies insisting 
upon paying more. 

The revised plan enlarges the congested dis- 
trict; transfers certain classifications from pre- 
ferred to ordinary; continues the agency rep- 
resentation at four; and limits the territory in 
which class two agents can write policies to the 
territory outside of the principal city and con- 
gested areas. The first report would have re- 
duced agency representation to three. 

The revised report contains many of the 
salient points of the first report, namely, estab- 
lishment of brokers and outer city agents upon 
an equal brokerage basis, provides that brokers 
after January 1, 1930, must pay for their of- 
fice space and other facilities now provided by 

(Concluded on page 15) 
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TRAVELERS RESIGNS 
FROM BUREAU 


Calls Casualty and Surety Under- 


writers Unprogressive 
TO SELL TIME AUTO COVERAGE 


Letter to A. W. Whitney Says Majority of 
Members Are Not in Favor of Changes 
Which Are in Step With Times 

The Travelers Insurance Company and the 

Travelers Indemnity Company on October 26 
resigned from membership in the National Bu- 
reau of Casualty and Surety Underwriters. The 
letter of resignation, sent to Albert W. Whit- 
ney, acting general manager of the Bureau, 1 
Park avenue, New York city, is as follows: 
_ The Travelers Insurance Company and the 
Travelers Indemnity Company hereby resign 
membership in the National Bureau—all de- 
partments, as of this date. 
_ The Travelers, with due regard for chang- 
ing economic conditions, has advocated changes 
in Bureau practice which would enable the 
Travelers and other members to keep in step 
with the times and serve the purchasers of in- 
surance in accordance with their needs as in- 
fluenced by the changing economic conditions. 
Our efforts have been unavailing; and since we 
hold the view that certain changes are essen- 
tial to the progressive development of casualty 
insurance, and since there seems to be no hope 
in the immediate future of securing such changes 
through majority vote of the Bureau, we are 
obliged to terminate our relationship. 

“Protection,” the company’s agency organ, 

says this week: 
_ The Travelers has been a loyal and conscien- 
tious supporter of the National Bureau and be- 
lieves in co-operation between stock casualty 
companies. Therefore it follows that the resig- 
nation from the Bureau must have been actu- 
ated by compelling causes and the determina- 
tion to resign reached only after mature con- 
sideration—all of which is true. 

An important object of the National Bureau 
as set out in its Constitution is “the develop- 
ment and administration of plans for increasing 
the beneficial effects of stock casualty insur- 
ance.” In furtherance of this object, the Trav- 
elers during the past few years has from time to 
time advocated changes in system and practice 
which in its judgment would have brought the 
casualty insurance system into step with the 
changing economic and social conditions. 

For example, the Travelers advocated instal- 
ment payment of automobile premiums. The 
Travelers effort over several years to secure the 
promulgation of such a plan has been unavail- 
ing. Since the company believes installment 
payment to be in the interest of purchasers as 
well as producers, and since it also believes that 
such a plan will increase the beneficial effects 
of stock casualty insurance, the Travelers has 
been forced, after exhausting all co-operative 
means, to take the step which will make a 
Travelers’ plan of instalment payment available. 
The Travelers will proceed as soon as possible 
to promulgate a plan for application to its 
territories. 

In due course the Travelers will consider and: 

(Concluded on page 23) 
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HE Insurance Reviews, of Lahore, India, 

in its issue for September, publishes a series 
of articles entitled “How to Canvass a 
Stranger.” One of these articles is by G. B. 
Talaiver, chief agent of the National Indian 
Life Insurance Company, Ltd., Tuticorin, who 
has some extremely novel ideas as to cold can- 
vass. From his article it appears that he 
thinks it best for an agent to disguise his busi- 
ness and the article contains several dialogues 
in which the agent assumes various personali- 
ties. As an example we append the following 
dialogue, in which the agent represents himself 
as an advocate: 

Agent.—“Good morning, sir.” 

Stranger.—“Good morning. Who are you?” 

Agent.—“A public prosecutor.” 

Stranger.—Where do you practice? 

Agent.—Generally I practice in the court of 
Providence. 

Stranger—Whom do you take vocalats from? 

Agent.—From widows and orphans. 

Stranger—Whom do you prosecute? 

Agent.—I prosecute those who commit trea- 
son to their families. 

Stranger.—Then you will try to prosecute 
me also? 

Agent.—Yes if you have not done your duty 
to your family. 

Stranger.—Then you are a tremendous man 
indeed. I must do my duty to my family and 
escape punishment. Give me a proposal form. 

ae ak 


C. LAWRENCE, general agent of the 

« New Jersey agency of the Lincoln Na- 
tional Life Insurance Company of Indiana, has 
been notified that he is a celebrity, further in 
case he should forget the fact he has been the 
recipient of numerous cases of ginger ale, va- 
rious and sundry articles of golf, desk sets, 
glass encased golf balls and official documents. 

Reduced to its plain meaning he made a “hole 
in one,” and the items mentioned are merely the 
rights and privileges of a member of this 
famous club. 

Mr. Lawrence as an insurance man, is even 
better than as a golfer. An article of his re- 
cently published took one of the prizes in a 
contest on “Insurance Sales Methods.” As a 
proof of his methods the Lincoln National Life 
agency magazine, the Emancipator, shows him 
listed among the leaders for personal paid 
business produced during the year. 

* ok x 
UGH D. HART, vice-president of the 
Penn Mutual Life Insurance Company, is 
always “good copy,” to use a newspaper term. 
In a recent address he made some startling re- 
marks about life insurance selling. “We are 


going to change otr conception of what it 
takes to make an agency and an agency leader,” 
Mr. Hart declared. He went on to tell of big 
manufacturers who were planning to spend mil- 
lions for advertising. 


HAT young college instructor who, when 

the question of having a course on insur- 
ance added to the curriculum, submitted a list 
of books bearing on the subject headed by 
McFee’s “Casuals of the Sea,” could not take 
a very prominent part in the remarkable atten- 
tion that is being given today in many univer- 
sities and colleges to insurance. One of the 
many interesting features of the Sixtieth Anni- 
versary number of THe SPECTATOR was an 
article by Ralph H. Blanchard, professor of 
Insurance at the University of Columbia. The 
formation of the American College of Life Un- 
derwriters in 1927 with Dr. S. S. Huebner as 
dean, is another of the same thing. 

x OK OK 


HAVE no idea what percentage of well 
educated and unusually mentally alert men 
there are in the surety and casualty end of the 
insurance business compared to those in other 
professions, but I have frequently been struck 
with the cultural attainments of several such 
agents I have met. I recall a young college 
graduate who was, after three or four years, 
making a remarkable record of accomplishment, 
in a large casualty company. But I cannot re- 
call ever having heard him refer to insurance 
out of business hours. Instead, he was intensely 
interested, among other things, in translating, 
for his own pleasure the poems of Pushkin. He 
denounced savagely the picture of Gaugan in 
“The Moon and Sixpence” because he had made 
a thorough study of Gaugan’s lifesand works. 
He was amused at a fairly well known critic’s 
discourse on modern French music, and proved 
his point, and he showed what he insisted was 
the absurdity of claiming that George Gersh- 
win got his ideas from Debusy by playing on 
the piano such things as the “Rhapsody in Blue,” 
selections from “Pelleas et Melisande,” and 
also from “Samson and Delilah,” the latter to 
show that it was much easier to prove that the 
immortal Claude Achille had stolen from Saint 
Saens than that our most modern composer 
gleaned from the younger Frenchman. 
* x K 
AVING dragged in the subject of music 
slightly, perhaps, by the heels, makes it 
possible for me to reveal the fact that I attended 
the opening performance of the present season 
at the Metropolitan Opera House in New York 
last Monday evening. I noticed young news- 
paper men between the acts looking over the 
those present in search of celebrities who had 
not sent in their names in advance and I won- 
dered, feeling that even in lighter moments one 
should not be entirely divorced from business, 
what the insurance carried on the jewels worn 
by ladies in the boxes would amount to. But I 
confess no thought concerning burglary or other 
kins of insurance had any place in my conscious- 
ness while Rosa Ponsella was singing her role 
in the first two acts of “The Love of the Three 
Kings.” 


NE of the busiest insurance departments 

in the country is the insurance branch of 
the New Jersey department of Banking and 
Commerce. In addition to being the home of 
such large carriers as the American, the Fire- 
mens, the Globe Indemnity and the Prudential, 
New Jersey, during the past two years, has 
been the scene of unprecedented activity in the 
matter of new companies, both fire and casualty. 
New organizations require a great deal of at- 
tention from the department which has to con- 
sult with and advise them, conduct a prelimin- 
ary examination, and in most cases, still another 
examination shortly after the company has been 
operating, in order that it may qualify for 
entrance into other States. 


* * * 


HE New Jersey department has handled 

this mass of detail very efficiently for which 
no little credit is due Deputy Commissioner 
Gough and his able assistant, Chief Examiner 
William B. Wiegand. The latter, at one time 
an assistant examiner in the New York depart- 
ment, joined the New Jersey Department via 
the civil service examination, recently intro- 
duced. An article under his signature in the 
October number of the “American Accountant” 
explains the new method of reporting on 
examinations which the New Jersey department 
has adopted. Anyone who has seen any of the 
recent reports of the New Jersey department 
will have noticed that in respect to their arrange- 
ment they represent something of a departure 
from the orthodox method. The report begins 
with the statement of the surplus to policy- 
holders, from which point it goes on to “tell 
the story” of the company’s increases since the 
last examination, the sources of these increases 
and the disposition of them. This so-called 
“narrative” type of report is very illuminating 
to the lay reader. There is a decided tendency 
nowadays towards this humanizing of figures. 
The advertising of the Corn Exchange Bank 
of New York which has the keynote. “A bank 
statement which any many or woman can under- 
stand” is typical of the thing Mr. Wiegand is 
trying to do for insurance accounting. 


x *k x 


HILE on the subject of departmental 

examiners, I believe few people in a 
position to know will disagree with my opinion 
that the Standard Surety and Casualty Com- 
pany, newly organized running mate of the 
Standard Fire, has made a ten strike in adding 
Charles E. Heath to its official staff. A close 
and conscientious student of everything pertain- 
ing to his job, Mr. Heath’s twenty-five years in 
the New York insurance department have con- 
stituted a period of rare and valuable training. 
[ know of no man in the insurance business bet- 
ter equipped to pilot a young company over 
the shoals. 
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GROUP INSURANCE GROWTH 
E have become accustomed in our 
tremendously growing country to 
We learn that 
and 


the use of big figures. 
something like 43,000,000 
women will probably vote at the national 
election next Tuesday. The Board of 
Estimate of the City of New York 
adopts a budget of $538,928,694.14 for 
1929 and there is no great astonishment 
on the part of the citizens. Twenty-five 
years ago the total of the ordinary dis- 
Lursements of our Federal government 
were just over half a billion dollars. Last 
year they were nearly three and a half 
billion. 

The same thing is true in the insurance 
world. We cease to be startled by the 
vast totals that are disclosed by company 
statements. Yet the facts are none the 
less amazing. William J. Graham, 
second vice-president of the Equitable 
Life Assurance Society of the United 
States, says that an added million em- 
ployees will be covered by group insur- 
ance this year for an added volume of a 
billion and a quarter dollars. Twenty 
years ago this form of insurance was 
unknown. It is estimated that by the end 
of the year the amount of such insurance 
in force will be about $7,750,000,000 
with approximately 8,000,000 men and 
women protected through it. 


Unquestionably the present year is the 
greatest in the annals of group insur- 
ance, but it is unlikely long to hold such 
a position. If 1929 does not crowd it 


men 


out of first place, and probably it will do 
SO, 1930, it may safely be predicted, will. 
And then 1931 or 1932 will, in turn, 
snatch the laurels. 

An analysis of the claim experience of 
the Equitable for the first nine months of 
this year shows how important a place in 
the economic life of the country is being 
taken by group insurance. During that 
period the Equitable paid 3,718 death 
claims on such policies for an average 
amount of $1,678. Those figures may 
seem small in comparison with sums that 
run into the hundreds of millions, but 
when it is recalled that over 70 per cent 
of the beneficiaries were wives and 
mothers and that 41.6 per cent of em- 
ployees protected by this insurance would 
have left no life insurance at all at death 
bad they not been group insured it be- 
comes strikingly evident how vital a fac- 
tor such insurance is to those who are 
benefitted because of it. The Equitable 
death claims for this nine-month period 
totalled approximately $6,240,000 and the 
permanent disability claims under the 
seme form of insurance approximated 
$825,000. 

It is also interesting to see what caused 
the various claims. Out of each 1,000 
claims, occupational accidents accounted 
for 43, other accidents caused 79, murder 
and suicide, 36, and tuberculosis, paraly- 
sis, insanity and heart trouble caused 
most of the natural deaths. 


The Equitable is one of some eighty 
insurance companies writing group in- 
surance. It, as well as the others, has 
every right to be proud not only of the 
business acumen that has built up to so 
great a volume this type of business, but 
also of the very real benefit to thousands 
of men and women who otherwise might 
never have been able to secure the pro- 
tection that the insurance affords. 





VOLUME IN AVIATION INSURANCE 
T the conclusion of the Great War 

one of the best sellers, so far as 
magazines and newspapers in this country 
were concerned, was an article, by some- 
one who was supposed to know something 
concerning flying, regarding the future of 
aviation. Former aces wrote and also 
men engaged or hoping to become en- 
gaged in the making of airplanes, and, as 
one looks back at some of the predictions 
so freely and enthusiastically made, it 


5 


seems evident that the wish was more or 
less the father to the thought. Not as yet 
has the light of the sun been appreciably 
dimmed because of the millions of planes 
that are constantly flying overhead, nor 
has a journey across the ocean by air be- 
come the commonplace thing that in 1919 
was widely asserted would be the case 
within a decade. 

Yet during the past two years the re- 
markable advance in aviation has beea 
extraordinary and the evidence that we 
are really entering if not already in the 
age of flying is on every hand. The need 
for insurance coverage in this connection 
and the fact that insurance facilities are 
being provided in increasing volume is 
one very evident and sound proof of such 
a fact. 

In this connection a somewhat interest- 
ing instance might be mentioned. It is no 
secret that a certain insurance organiza- 
tion is planning to add aviation insurance 
to its lines of coverage. Yet to date that 
organization has been very reluctant to 
give out any statement regarding its exact 
plans, though the facts are not denied and 
the willingness and even the desire to 
have publicity on the matter are freely 
admitted. The point is that, as an execu- 
tive explained, the machinery for the 
actual writing of the business has not 
been entirely perfected, and the fear is 
that a previous announcement of the in- 
tention would result in such a demand for 
coverage that the business could not be 
handled. 

It would be difficult to point to a more 
conclusive proof that the aviation busi- 
ness is, to use the accustomed phrase, in- 
creasing by leaps and bounds in this coun- 
try, and also would be difficult to exagger- 
ate the extent of its growth and develop- 
ment. 





Berkshire Life Appointment 

Franklin H. Arnold, who for the past three 
years has been the general agent at Providence 
of the Berkshire Life Insurance Company, has 
resigned the duties of general agent but will 
continue his relations with the company as an 
associate in the Providence Agency. 

William W. Smith has been appointed gen- 
eral agent to succeed Mr. Arnold and will direct 
the general agency of the Berkshire Life at 
Suite 1018 Hospital Trust Building. Mr. Smith 
is a graduate of Princeton University and has 
been in the life insurance business for the past 
five years, coming to the Berkshire Life three 
years ago. He is a native of Providence and all 
his associations with the life insurance business 
have been in that city. 





Life Insurance 


J. R. LEAL HEADS INDUSTRIAL 
INSURERS’ 
Excessive Taxation Is -Chief Topic at 
Asheville Gathering 

J. R. Leal, secretary of the Interstate Life 
and Accident Insurance Company of Chat- 
tanooga, was re-elected president of the Indus- 
trial Insurers’ Conference at Asheville, a tribute 
to him and to the other officers of the confer- 
ence all of whom were also re-elected. 

The leading matters discussed at the confer- 
ence, which was held at Grove Park Inn, Ashe- 
ville, N. C., were protection from excessive tax- 
ation and obnoxious legislation, labor saving 
methods for home office operations and greater 
care in the selection of agents. Only one paper 
was presented, a treatise by Otis P. Grant, act- 
uary of the Life and Casualty Insurance Com- 
pany of Nashville, on ‘““Home Office Methods.” 
Superintendent George H. Thigpen of the Ala- 
bama Bureau of Insurance was on the program 
for an address, but was prevented at the last 
moment from being present. The report of 
Past President P. M. Estes, general counsel of 
the Life and Casualty Insurance Company of 
Tennessee, and chairman of the law committee 
of the conference, was also omitted from the 
program because of the illness of Mr. Estes. It 
will, however, be completed by him and pub- 
lished in the annual proceedings of the organi- 
zation. 


Reports were presented by President Leal 
and by Chairman Grant of the statistical com- 
mittee. Past President J. Walter Scherr, of 
the Health and Accident Underwriters Confer- 
ence, and president of the Inter-Ocean Casualty 
Insurance Company of Cincinnati, led a discus- 
sion regarding the necessity of some plan by 
which excessive taxation might be avoided and 
inimical legislation averted. The plan was 
further considered in executive session and the 
conference authorized a new committee to con- 
sist of two members, one of whom shall be 
President Leal, to consider this question. The 
feeling that the conference should not go into 
politics was expressed by a number of speakers. 

Mayor Gallatin Roberts of Asheville wel- 
comed the conference to that city and response 
was made by Vice-President John W. Blevins 
of the Interstate Life and Accident Insurance 
Company of Chattanooga. The officers, all re- 
elected, are: 


President, J. R. Leal; vice-president, P. M. 
Estes, general counsel, Life and Casualty, Nash- 
ville; secretary-treasury, H. A. Bartholomew, 
president, Continental Life, Washington; execu- 
tive committee, G. R. Kendall, president, Wash- 
ington Fidelity National, Chicago, chairman; 
E. T. Burr, actuary, Durham Life, Raleigh; 
R. H. Dobbs vice-president Industrial Life and 
Health, Atlanta; C. A. Craig, president, National 
Life and Accident, Nashville; C. E. Clarke, 
president, Peninsular Casualty, Jacksonville; A. 
B. Langley, vice-president, Carolina Life, Co- 
lumbia; W. R. Lathrop, secretary-treasurer, 
Southern Life and Health, Birmingham. 


No announcement was made as to the place 
of the next annual meeting. 
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Has One Hundred Million Industrial 
Policies 


The Metropolitan Life Insurance Company 
issued early this week industrial insurance pol- 
icy No. 100,000,000. The policy is a 15-year en- 
dowment policy for Donald C. Schneider, age 11 
years, of Cedar Grove, N. J., and calls for 
the payment of $160 at maturity. The com- 
pany’s first industrial policy was written in No- 
vember, 1879, one year less than half a cen- 
tury ago. 

During the week industrial policy No. 100,- 
000,000 was issued, 73,779 other industrial poli- 
cies were issued by the home office of the in- 
surance company. The total insurance repre- 
sented by these industrial policies is approxi- 
mately $14,750,000,000. 


Florida Companies Plan Consolidation 

A meeting of the stockholders of the Victory 
National Life Insurance Company of Tampa, 
Fla., was held yesterday afternoon for the pur- 
pose of voting on the proposal to merge that 
company with the Gulf Life Insurance Company 
of Jacksonville, Fla. The proposal provides 
for headquarters of the consolidated companies 


in Jacksonville with S. L. Lowry, Jr., presi- 


dent of the Victory National, as chairman of 
the new board. The Victory Life was estab- 
lished five years ago and has written ordinary 
life lines. The Gulf Life, which was organ- 
ized eighteen years ago, has heretofore oper- 
ated along industrial and group lines. The com- 
bined insurance in force in the two companies 
would be approximately $35.000.000. 








man. 











Here’s a Pillow for the 
Tired Business Man 


Too many business executives stay in har- 
ness in old age, when they should be enjoying 
the fruits of their labors. 


One of many factors—bad investment, 
business depression, unwise methods, 
etc.—may be responsible for the 
necessity of staying at work. 


There’s a preventive available to every 
It is the Endowment at 
Age 60 or 65 Policy. Taken early 
in one’s career it is not expensive, 
and it makes CERTAIN sufficient 
funds to permit retirement and an 
enjoyable old age. 


The Prudential Recommends 
This Form of Protection 


The Prudential 


Insurance Company of America 
Epwarp D. Durrietp, Presideni 
Home Office, Newark, New Jersey 


























November I, 1928 


THE SPECTATOR 














LIFE INSURANCE 











INTER=SOUTHERN INCREASE 


Louisville Company to Add to Capital 
Structure 





205,000 SHARES OFFERED 





Stock Has Par Value of $1—To Be Sold 
at $3 to Provide Additional Surplus 


The board of directors of the Inter-Southern 
Life Insurance Company, of Louisville, Ky., 
have voted to‘offer stockholders 205,000 unsold 
shares of the company now held in the treasury 
at $3.00 a share, par value $1.00, in the ratio of 
one new share for each five shares of old stock 
owned. Warrants representing the right to sub- 
scribe to the new stock will be issued present 
stockholders on November 20 and they will ex- 
pire December 20 if not exercised by the holder 
by that time. These warrants, the company 
announced, will be transferable. No fractional 
“rights” will be issued. 

The purpose of the offering of the unissued 
stock, President C. G. Arnett announced, is to 
increase the capital and surplus of the Inter- 
Southern, thereby making the capital and sur 
plus structure of the company more nearly con 
form to its rapidly increasing size and growth 
This growth is shown in the company’s report 
tor the first nine months of this year when in- 
surance in force, including that taken over by 
reinsurance from the Cotton States and North 
American National companies increased to 
$157,644,874 from $122,822,663. There was in 
force at the end of the first nine months’ period 
of this year $22,135,866 of insurance taken over 
from the Cotton States and North American 
National, making the net increase for the nine 
months, exclusive of reinsurance, $12,686,346. 

New paid-for insurance for the nine months 
was $27,702,791, against $20,561,385 in the 
corresponding period of last year. 

The Inter-Southern Life Insurance Company 
has contracted with the Veterans Club, repre- 
senting the employees of the L. & N. Railroad, 
tor the installation of a pension system in which 
already 17,000 workers of the railroad have 
signed. This plan is original with the Inter 
Southern and has proven so successful that 
other railroads have made inquiries looking to 
its adoption. 

The nine months’ report of the 
shows further that group insurance has in- 
creased from $8,317,850 as of January 1 to 
$12,456,619 as of October 1. Bank loan insur- 
ance has grown from $492,805 at the first of 
the year to $1,277,876 at the end of September. 


company 


Inter-Southern Life Insurance stock is cur- 
rently quoted on the local market at $5.80 to 
$5.90 a share. Three years ago it was selling 
around $1.50 a share. It has advanced steadily 
in recent months, reflecting the rapid progress 
inade by the company during the last few years. 


THE NEW YORK LIFE’S NEW HOME 
OFFICE 
Opening of Building at Madison Square to 

Be Celebrated by Important Functions 

The beautiful new home office building of the 
New York Life Insurance Company, at Madi- 
son Square, New York, will be opened and oc- 
cupied early in December. In celebration of its 
completion and occupancy, the Building Com- 
mittee of the company will, on December 12, 
give a dinner in the handsome new structure. 

On that occasion, President Darwin P. Kings- 
ley will speak for half an hour to the company’s 
policyholders throughout the United States over 
an extended radio hook-up. This will be a very 
interesting event, and no doubt hundreds of 
thousands of the company’s policyholders, as 
well as millions of others, will listen to the ad- 
dress of the noted chief executive of one of 
the country’s greatest life insurance institu- 
tions. 

The cornerstone of this huge but symmetrical 
building was laid on June 17, 1927, by President 
Kingsley with appropriate ceremonies. It is 
located on the site formerly occupied by the 
famous Madison Square Garden. 


FINDS BUSINESS GOOD 
Dr. T. C. Denny Comments on Life Insur- 
ance Gains 

Des Moines, Iowa, October 27.—Insurance 
business in Iowa this year should exceed all 
previous years in volume, judged by general 
conditions and by the insurance sales during the 
first nine months of the year, Dr. T. C. Denny, 
president of the Central Life Assurance So- 
ciety, said recently in commenting on’ economic 
conditions in the States in which the company 
operates, particularly the home State. 

Indicative of general prosperity, Dr. Denny 
cited figures from his company which show in- 
creased repayment of policy loans, increases in 
assets and surplus and a general gain in insur- 
ance in force. Recently Central Life announced 
a 22 per cent increase in the dividend schedule 
for 1929 over that of this year. 

Coincident with Dr. Denny’s optimistic com- 
ment on general business conditions, he said 
that executives of the company are now work- 
ing out a comprehensive program of expan- 
sion of operations for next vear. Among the 
things included in this greater Central Life 
program is the broadening of the educational 
facilities. Plans include greater service to be 
provided the sales organiaztion. 

Form New Companies in Ontario 

Toronto, CANn., October 27.—New insurance 
companies are being organized here under the 
names Colonial Life Insurance Company and 
Colonial Fire and General Insurance Company. 
J. H. Mulholland, formerly superintendent of 
agencies for the Empire Life, is one of the ap- 
plicants. 


NI 


PRESIDENTS’ GREAT 
PROGRAM 


Life Insurance Heads to Meet Decem- 
ber 13 and 14 





CANADIAN MINISTER CHIEF 
SPEAKER 





Jay N. Darling, Famous Cartoonist, Is on 

List Which Includes Many Impor- 

tant Business Men and Educators 

Stressing the present-day mission of business 
as a builder of national unity, speakers at the 
twenty-second annual convention of the Asso- 
ciation of Life Insurance Presidents will point 
to outstanding achievements and paint a com- 
posite picture of further opportunities at hand. 
Accomplishments of business in general and life 
insurance in particular will be discussed. 
IXmphasis will be placed on the way in which 
business, by breaking down State barriers, is 
bringing the people of the East and West, the 
North and the South, into closer bonds of a 
common understanding and purpose. While this 
process has been going on for many years, lead- 
ers of business, absorbed in their immediate 
problems, were perhaps not among the first to 
realize the very real contribution which they 
were making toward the unity of the nation. 
It is logical that life insurance, itself a pio- 
neer in bridging not only State lines but na- 
tional lines, should take cognizance of this pro- 
gressive development in which it has had so 
important a part. 

The convention, as usual, will be held at the 
Hotel Astor, in this city, the dates being Thurs- 
day and Friday, December 13 and 14. The 
usual luncheons will be served between sessions 
in a room adjoining the convention chamber. 

The international scope of the convention is 
indicated by the announcement that the first 
speaker will be the Honorable Vincent Massey, 
Envoy Extraordinary and Minister Plenipoten- 
tiary from Canada to the United States. Busi- 
ness man and diplomat, Mr. Massey represents 
a country whose life insurance companies oper- 
ate in the United States, as well as a country 
where United States life companies have been 
transacting business for many years. 

Another outstanding figure on the program 
will be a national interpreter, Jay N. Darling, 
of Des Moines, Ia. The cartoons by “Ding” 
are familiar to newspaper readers throughout 
the United States. 

Fields of national business activity will be 
represented by Alfred J. Brosseau, vice-president 
of the Chamber of Commerce of the United 
States of America and a prominent figure in 
motor truck production, and Russell H. Bal- 
lard, the public utilities leader who recently be- 
came president of the Southern California Edi- 
son Company at Los Angeles. From the field 
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Men of 


Wide Experience 
Direct Missouri State Life 


HE spirit of progress which characterizes the Missouri 
State Life and which is responsible for its remarkable 
growth is the result of broad vision and wise manage- 
ment. The men who control the Company are men of wide 
experience, men who are accustomed to big-scale business. 


BOARD OF DIRECTORS 


W. S. BRANSFORD E. D. NIMS 
NASHVILLE, TENNESSEE ST. LOUIS, MISSOURI 
Capitalist President Southwestern Bell Telephone Company 
JAMES E. CALDWELL DR. BRUCE RYBURN PAYNE 
NASHVILLE, TENNESSEE NASHVILLE, TENNESSEE 
President Fourth & First National Bank President George Peabody College 
President Nashville Trust Company THOMAS M. PIERCE 





Chairman of Board Southern Bell Teleph Company 


Chairman of Board Missouri State Life Insurance ST. LOUIS, MISSOURI 


Vice-President and General Counsel 


Company 
ROGERS CALDWELL Terminal R. R. Association of St. Louis 
NASHVILLE, TENNESSEE CHARLES S. SARGENT 
President Caldwell & Company NEW YORK and BOSTON 
President Bank of Tennessee Kidder, Peabody and Company 
HARVEY C. COUCH J. SHEPPARD SMITH 
PINE BLUFF, ARKANSAS ST. LOUIS, MISSOURI 
President Arkansas Power & Light Company President Mississippi Valley Trust Company 
THEOBALD FELSS HILLSMAN TAYLOR 
CINCINNATI, OHIO ST. LOUIS, MISSOURI 
President Felss Flour Milling Company President Missouri State Life Insurance Company 
NORMAN R. MORAY F. O. WATTS 
DES MOINES, IOWA ST. LOUIS, MISSOURI 


President Southern Surety Company of New York . Chairman of Board First National Bank 


Over $1,140,000,000 of Insurance in Force 
Over $125,000,000 of Admitted Assets 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Hillsman Taylor, President Home Office, St. Louis 
LIFE - - AGCGIDENT - - HEALTH - - GROUP 
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of higher education will come Dr. Armistead M. 
Dobie, professor of law, University of Vir- 
ginia, Charlottesville, Va. 

The preliminary announcement, which in- 
cludes both non-insurance and insurance speak- 
ers, who have accepted invitations to appear on 
the program, is as follows: 


THEME-STRENGTHENING NATIONAL 
UNITY THROUGH BUSINESS 





THURSDAY, DECEMBER 13, 10:00 A. M. 

Chandler Bullock, chairman; president, State Mu- 
tual Life Assurance Company, Worcester, Mass. 

Address by: The Honorable Vincent Massey, Envoy 
Extraordinary and Minister Plenipotentiary from Can- 
ada to the United States, Washington, D. C. 

“Financing Economic Progress,’ Thomas I. Parkin- 
son, president, The Equitable Life Assurance So- 
ciety of the United States, New York. 

“Broadening Insurance Coverage to Meet Life’s 
New Problems,” Harry L. Seay, president, Southland 
Life Insurance Company, Dallas, Texas. 


2:30 P. M. 

“Life Insurance—The Business Partner of Democ- 
racy,” Alfred Hurrell, vice-president and general coun- 
sel, The Prudential Insurance Company of America, 
Newark, N. J. 

“Education and Life Insurance,’? Dr, Armistead M. 
Dobie, professor of law, University of Virginia, Char- 
lottesville, Va. 

“Fostering the Ideal of Economic Independence,” 
George W. Smith, vice-president, New England M1- 
tual Life Insurance Company, Boston, Mass. 

Messages of greeting from: The Canadian Life ln 
surance Officers Association, American Life Conven- 
tion, the National Association of Life Underwriters. 

Executive session to elect officers and for the trans- 
action of routine business. 

Committee meetings. 


FRIDAY, DECEMBER 14, 10:00 A. M. 

“Insurance Supervision and National Unity,” Hon. 
Charles R. Detrick, president, National Convention of 
Insurance Commissioners, San Francisco, Calif. 

“Advancing Social Welfare Through Group Insur- 
ance,’ James E. Kavanagh, second vice-president, Me- 
tropolitan Life Insurance Company, New York. 

“Serving the Nation Through Efficient Life Insur- 
ance Distribution,’ Hugh D. Hart, vice-president, The 
Penn Mutual Life Insurance Company, Philadelphia, 
Penna. 

“The Health Account on the National Ledger,” 
Gerard S. Nollen, president, Bankers Life Company, 
Des Moines, Iowa. 

Recess for luncheon in adjoining room. 


2:30 P.'M. 

“Developing the National Viewpoint in Business” 
Alfred J. Brosseau, vice-president, Chamber of Com- 
merce of the United States of America, New York. 

“Highways of Power,” Russell H. Ballard, presi- 
dent, Southern California Edison Company, Los An- 
geles, Cal. 

“Interpreting the Nation to Itself,” Jay N. Darling, 
cartoonist, Des Moines, Iowa. 

General discussion. 

Committee reports. 


RecerTion COMMITTEE APPOINTED 

The reception committee, to serve at the con- 
vention, is as follows: John D. Sage, Cincin- 
nati, chairman; Herbert C. Cox, Toronto, vice- 
chairman; Oswald J. Arneld, Minneapolis; 
Morgan B. Brainard, Hartford; William Bro- 
Smith, Hartford; George I. Cochran, Los An- 
geles; Cornelius A. Craig, Nashville; Walton 
L. Crocker, Boston; Edward D. Duffield, New- 
ark; Haley Fiske, New York; John R. Hardin, 
Newark; Ernest J. Heppenheimer, Jersey City ; 
William H. Hinebaugh, Chicago; David F. 





GLOBE MUTUAL CHANGES 


Chicago Company Put on Stock Basis 








MANAGEMENT IS CONTINUED 





Business Reinsured in Globe Life Whch 
Has Captal of $100,000 

The Globe Mutual Life Insurance Company 
of Chicago, founded in 1895 by T. F. Barry, 
with business in force of over $28,000,000, has 
completed the change of its business to a legal 
reserve basis. 

The change was effected by means of a re- 
insurance contract with the Globe Life Insur- 
ance Company of Illinois recently organized 
with a paid-in capital of $100,000 and a paid- 
in surplus of $52,000. 

The conditions of the reinsurance are deemed 
extremely advantageous to the present policy- 
holders of the Globe Mutual by reason of the 
fact that the legal reserve company agrees to 
waive the emergency assessment clause and re- 
lieved the old policies of all assessment fea- 
tures. At the same time the total assets of 
the mutual company are dedicated to the ex- 
clusive use and benefit of the old policyholders 
under the policies reinsured, and the necessary 
reserve requirements are guaranteed to be sup- 
plied by the legal reserve company. 

The new company will remain under the same 
management which has brought success to the 
mutual company. Pose Barry Dietz is presi- 
dent, G. O. Sanborn, vice-president, and Wil- 
liam J. Alexander, secretary. 

The company has not only shown uninter- 
rupted and steady growth under the manage- 
ment and leadership of Mrs. Dietz, and prior 
to her management under the leadership of her 
father, T. F. Barry, but has made an enviable 
record in the investment of its assets. 

A rather remarkable achievement in its in- 
vestments has been that every bond purchased 
by it has shown an appreciation in market value 
between the time of purchase and the present 
date, testifying to the high character of the in- 
vestments made. The company has &5,000 pol- 
icyholders. The average policy is $331. 

The legal matters of the two companies were 
handled by Werner W. Schroedcr and John V. 
Sees. —__—_—_—_—. 

Two New Assistant Medical Directors 

Haley Fiske, president of the Metropolitan 
Life Insurance Company, has announced that 
the directors of the company have appointed 
two new assistant medical directors. They are 
Haynes H. Fellows, M.D., and Earl C. Bou- 
nett, M.D. 








Houston, New York; Fred A. Howland, Mont- 
pelier; Darwin P. Kingsley, New York; Wil- 
liam A. Law, Philadelphia; Thomas B. Macau- 
lay, Montreal; Henry M. Merriam, Springfield, 
Ill.; Henry Moir, New York; Thomas I. Par- 
kinson, New York; Sylvan B. Phillips, Port- 
land, Me.; Julian Price, Greensboro, N. C.; 
William H. Sargeant, Springfield, Mass.; Ray- 
mond W. Stevens, Chicago; Archibald A. 
Welch, Hartford; Howard S. Wilson, Lincoln, 
Neb.; Herbert M. Woollen, Indianapolis. 
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GUARANTEED EQUITY LIFE SUS- 
PENDED 
Deficit of $49,000 Shown Following 
Examination 

Cuicaco, Itt., October 31—The Guaranteed 
Equity Life, an assessment company of Chi- 
cago, has been suspended, and petition asking 
its dissolution and appointment of H. U. Bailey, 
director of trade and commerce, as liquidator, 
has been field by the attorney-general. The 
suspension came when examination of the com- 
pany’s books disclosed a deficit of approximately 
$49,000. 

E. J. Sweeney, said to be a bond broker, has 
been arrested as a result of his dealings with 
the company. He has been charged with re- 
ceiving money on false pretenses. It is reported 
that Sweeney was paid $41,000 by the com- 
pany in return for a verbal agreement to ob- 
tain a group insurance contract on members of 
the Janitors’ union for the Guaranteed Equity, 
but that the insurance had been placed in an- 
other company. 

The examination also disclosed that the com- 
pany held among its assets bonds approximating 
$40,000 which were bought from Sweeney but 
which had been stolen. This startling disclo- 
sure came when the examiner instructed the 
company to deposit immediately past due inter- 
est coupons for May and September. The bank 
then reported that the bonds had been stolen 
from the Finance Company of America, Balti- 
more. 

The disputed bonds have been placed in 
escrow pending an examination as to whether 
the company purchased them innocently. Ac- 
cording to Mr. Bailey, if the company can 
show that the bonds were purchased innocently 
and that a fair consideration was paid they will 
revert to the life company as against the 
Finance Company of America. 

The Cosmopolitan Life of Chicago, a stock 
company, whose stock is said to be held by 
policyholders of the Guaranteed Equity, and 
whose president and secretary also are presi- 
dent and secretary, respectively of the Guaran- 
teed Equity, has applied to reinsure the busi- 
ness of the Guaranteed Equity. The Cosmo- 
politan Life is in sound condition. 

The statement of the Guaranteed Equity on 
September 30, showed total income of $60,628; 
total disbursements of $39,699; admitted assets, 
$47,663; total liabilities, $96,536, and a deficit 
of $48,873. The deficit was largely due to the 
payments to Sweeney which were carried en 
the company’s book as “Accounts Receivable,” 
but which were disallowed as non-admitted by 
the examiners. 

The officers of the Cosmopolitan are: Wil- 
liam W. Kreamer, president; Ernest L. 
Kreamer, vice-president and attorney; G. A. 
Golder, treasurer, and D. E. Webster, secretary. 
William Kreamer is president and Mr. Webster 
is secretary of the Guaranteed Equity. 





—The Farmers Loan and Trust Company, New York, 
has gotten out a specimen of a blanket unfunded life 
insurance trust agreement, and has sent same to 
members of the Life Underwriters Association of New 
York. 
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NEW AGENCY PLAN 


Equitable Life Appoints Six Agency 
Superintendents 





WILL AID IN FIELD WORK 


William G. Fitting, Harold C. Nolting, 
Frank B. Runyon, P. L. Girault, John 
T. Haviland and W. M. Rothaermel 
Receive Promotions 

Frank L. Jones, agency vice-president of the 
Equitable Life Assurance Society of the United 
States, New York, has announced the appoint- 
ment of six superintendents of agencies who will 
co-operate with the home office and the field in 
matters which affect organization and produc- 
tion. They are: William G. Fitting, Harold 
(. Nolting, Frank B. Runyon, P. L. Girault, 
Jr. John T. Haviland and W. M. Rothaermel. 
The announcement states that the company’s or- 
vanization has expanded so much that the men 
in the field are entitled to increased home office 
co-operation and a more expeditious handling 
of many problems which arise in their respec- 
tive sections. 

William G. Fitting, superintendent of agen- 
cies, New York metropolitan department, 
joined the Equitable about 20 years ago as a 
clerk in the statistical department. In 1917 
he was transferred to Chicago and in time be- 
came assistant to the inspector of agencies at 
Chicago and later had supervision over the 
agencies in that district. He was transferred 
to the agency department of the home office 
and was made. agency supervisor and in 1925 
was appointed superintendent of agencies. 

Harold. C. Nolting, superintendent of agen- 
cies, southern department, Southern agency club 
district, came to the company in 1910 as a clerk 
in the St. Paul. office where he was advanced 
to be assistant cashier. Subsequently he was 
transferred to agency work. In 1922 he was 
transferred to the home office as a field super- 
visor for the home purchase department. In 
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1923 he was appointed agency manager at Jack- 
sonville, Fla. 

Frank B. Runyon, superintended of agencies, 
home office department, became associated with 
the Equitable in 1919 in the Philadelphia met- 
ropolitan field and was shortly transferred to 
Pittsburgh where he did research work. In 
1920 he was transferred to the home office. He 
was appointed an assistant agency manager in 
Philadelphia in 1926 and in August, 1927, was 
transferred to New York to take an appoint- 
ment as agency manager. 

P. L. Girault, Jr., superintendent of agencies, 
Central department, Central agency club dis- 
trict, has been with the Equitable for 20 years. 
In 1910 he was a clerk in the office of Gen- 
eral Agent Courteney Barber of Chicago. In 
1917 he was appointed agency manager in Chi- 
cago. 

John T. Haviland, Eastern department, New 
England and Middle States agency club district, 
excluding New York metropolitan, became an 
agency manager for the Equitable in New York 
in 1919. Between the years 1924 and 1927 four 
agency managers have been selected from the 
ranks of Mr. Haviland’s agency. 

W. M. Rothaermel, superintendent of agen- 
cies, Western department, Pacific agency club 
district, entered life underwriting with the 
Equitable in Oklahoma in 1919 as a member of 
the Englesman & Goldstandt Agency. In 1920 
he served as a supervisor in the territory cov- 
ered by the Oklahoma agency and was then 
transferred to Chicago as assistant to the resi- 
dent supervisor. Two years later he came to 
the agency department of the home office and 
was appointed agency assistant reporting directly 
to the agency vice-president. 


Appointed Assistant Actuary 
Toronto, CAN., October 27.-The Continental 
Life Insurance Company of this city announces 
the appointment as assistant actuary. of James 
Hunter, F.F.A. 


N. H. Seefurth Joins John C. McNamara 

The John C. McNamara Organization, man- 
agers of the Guardian Life Insurance Company 
of America, New York, announces that Na- 
thaniel H. Seefurth will become the manager 
of the taxation, trust and business insurance 
department which it has inaugurated as a part 
of its organization to become operative Novem- 
ber 1. 

Mr. Seefurth ‘is widely known as the editor 
and publisher of National Service Publications, 
Inc., and is prominent as a lecturer, author and 
life underwriter. He will continue personally 
to edit the National Service Publications. In 
announcing the new taxation, trust and business 
insurance department the McNamara Organiza- 
tion terms it one of the major developments of 
its career. It also welcomes Mr. Seefurth to 
New York and predicts for him a huge suc- 
cess not only in the volume of business he will 
achieve personally but in the co~:peration and 
assistance he will render underwriters asso- 
ciated with its organization. 


Prudential’s Modified Life Policy 
In referring, in our issue of October 4, to 
the new modified life policy of the Prudential 
Insurance Company of America, it-was stated 
that it contains a disability income provision 
without a ninety-day clause. This was in error 
as the only disability benefit provided by the 

policy is the straight waiver of premiums. 


New Policy of National Fidelity Life 


The National Fidelity Life Insurance Com- 
pany of Kansas City has announced the adop- 
tion of five new policy forms in the edition of 
the rate book effective October 1. Three are 
on the guaranteed insurance plan and the other 
two are a modified life with half rate the first 
five years and a pure endowment with guar- 
anteed retirement annuity provision. The four 
life plans show a lower net cost than any rates 
previously quoted. 
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INJUNCTION AGAINST 
OHIO TAX 





Companies Get Respite in Suit on 
1927 Premium Tax 





BANK NAMED AS TRUSTEE 





Extra One-Half of One Per Cent Will Be 
Held Pending Decision of Court in 
Second Action Against Ohio Tax 
Increase 

A temporary injunction in the new Ohio pre- 
mium tax litigation was issued Monday by the 
Court-of Common Pleas of Franklin County 
(Columbus) Ohio, restraining Wm. C. Saf- 
ford, Superintendent of Insurance of that State, 
from revoking the licenses of foreign insurance 
companies for refusing to pay this year the one- 
half of 1 per cent premium tax increase imposed 
by the Ohio Legislature in 1927. This second 
suit, Metropolitan vs. Safford, similar to the 
one now pending, which was instituted a year 
ago, was authorized by the Association of Life 
Insurance Presidents to be brought in the name 
of the Metropolitan Life Insurance Company 
as a class suit for the benefit of all insurance 
companies (fire, life, casualty, etc.) similarly 
situated. 

The new suit contests the validity of the one- 
half of 1 per cent premium tax increase in so 
far as applicable to the 1928 tax, which is based 
on premiums: collected during the year 1927. 
As in the first suit, the Metropolitan contends 
that the increased tax of one-half of 1 per cent, 
proposed to be collected “in the month of No- 
vember” this year violates a provision of the 
Ohio Constitution prohibiting retroactive laws. 

The court order issued this morning restrains 
the Superintendent of Insurance from revoking 
licenses of companies and agents for non-pay- 
ment of the additional tax on 1927 premiums, 
and provides that the injunction may be avail- 
able to all companies which pay the old tax at 
the rate of 2%4 per cent to the State treasurer 








GIRAULT, JR. 


as usual, and in addition pay the one-half of 1 
per cent increase to the First Citizens Trust 
Company of Columbus, Ohio, as trustee, desig- 
nated by the order, to be held pending final de- 
termination of the suit. 

Decision favorable to the companies have al- 
ready been handed down by the two lower 
courts in the first suit, and that case is now an 
appeal to the Supreme Court of Ohio. 


Insurance Securities Corporation 

The Insurance Securities Corporation has 
been formed in Hollywood, Calif., by interests 
identified with the Mountain States Life In- 
surance Company of that city and the Nevada 
Fire’ Insurance Company of Reno, Nevada. 
The new corporation will act as a holding com- 
pany for the two named; however, it is stated 
that other companies may be acquired. 

The new corporation has an authorized cap- 
italization of 125,000 shares of preferred stock 
and an equal amount of common. For the 
present 50,000 shares of preferred and 25,000 
of common are be:ng offered at $40 per unit 
consisting of two shares of preferred and one 
of common. 


Bankers National Life Nearing 
Anniversary 
The first anniversary of the Bankers National 
Life of Jersey City will occur on November 4, 
that being the date of the first policy written. 
The company expects to make an unusual and 
hitherto unequaled record for the first year of 
business. 
* Death of James Timpson 
James Timpson, aged 66 years, recently re- 
tired vice-president and general manager 
the Mutual Life Insurance Company, died last 
Friday at his home in° Woodmere, L: I. He 
had been connected with the Mutual Life for 
fifty. years. As financial manager. of the com- 
pany he. exercised supervision over its. invest- 
He is survived by his wife. 


of 


ments. 
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NEW LIFE COMMITTEES 


President Paul F. Clark Announces 
Appointments 


MANY NEW NAMES IN LIST 





Important Membership Committee Headed 
by George W. Ayars—Miss B. O. Mac- 
Farlane, Chairman for Education 

Boston, Mass., October 30.—The personnel 
of the standing committees of the National As- 
sociation of Life Underwriters, and also for 
the special committees,. for 1928-1929 was an-, 
nounced here today by President Paul F, Clark. 

Membership—George W. Ayars,. chairman; 
Howard Cammack, Robert L.: Jones, - William 
B. Henderson; Tecumseh. Kilgere,: David E. 
Sprague, Harvey Weeks and. William. Ittman. 

Publications—John C: McNamara, chairman; 
Ernest. J. Clark, Herman P. Jeffers, Alfred C. 
Newell and John A. Stevenson. 

Law and Legislation—Henry }. Powell, chair- 


man; Edward S.: Brashéars, John “L. Shuff, 
Merle G. Summers and Louis S. Welch. 
Education—Miss B.° B. Macfarlane, chair- 


man; C. Vivian Anderson, H. -P. Graevengard, 
A. C. Larson; Guy. MacLaughlin,: Charles L. 
Scott, E. J. Sisley, George H: Tracy and W. W. 
Winne. rat 

Institutional Advertising—Julian S. Myrick, 
chairman; E..J. Berlet, J. Elton Bragg, Frank 


H. Davis, William’ M. Duff and Emmett 
Peebles. 
Co-operation With Trust Officers, Etc — 


Franklin W. Ganse, chairman; Rushton Allen, 
William M. Duff, Arthur P. Holman, George 
E. Lackey, Graham C. Wells, S. T. Whatley 
and Milton Woodward. ‘ 

Co-operation With U. S. Chamber of Com- 
merce—J. K. Voshell, chairman ; Gordon Camp- 
bell, George L. Dyer, E. B. Hamlin, John L. 
Shuff and R. L. Stephenson. 

(Concluded on page 31) 
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AD CAMPAIGN PROPOSED 





Agency Officers Approve Co-operative 
Effort 





DEFINITE STEPS TAKEN 





Action Follows Detailed Report on Subject 
Made by Sales Research Bureau 


Cuicaco, Int., October 31.—First steps lead- 
ing toward a huge national co-operative adver- 
tising campaign for life insurance companies in 
their program to capture the good will of the 
public and to expand the market for sale of in- 
surance protection, were taken here on Tues- 
day when the Association of Life Agency Of- 
ficers and Life Insurance Sales Research Bu- 
reau enthusiastically endorsed such a campaign 
and instructed the Bureau officers to sound out 
the companies as to their willingness to partici- 
pate. The special committee of the Bureau, 
composed of M. Albert Linton, Provident Mu- 
tual; W. W. Jaeger, Bankers Life of Iowa, and 
Kendrick A. Luther, Attna Life, was continued 
so that it could help. A meeting of the agree- 
ing companies is contemplated at which the 
campaign will be formally launched. 

The special committee submitted a report of 
its investigations which have been made during 
the past two years, and which was made possible 
through the donation of $250 by each of the 
twenty companies to a fund of $5000 to finance 
the work. The report pointed out that co-oper- 
ative advertising is both feasible and practicable, 








A TOWER OF STRENGTH 


INSURANCE IN FORCE 
$1,500,000,000 


Assets ......... $400,000,000 
Surplus and Contingency 
Funds ..... . .$57,000,000 
Total Liabilities .$343,000,000 | 
(including Paid-up Capital) 


Interest on policy pro- 
ceeds, profits, etc., left 
with the Company. 


FIVE AND ONE HALF PER CENT 


Total imvestments in United 
States securities exceed 
$168,000,000 


Dividends to Policyholders increased 
for eighth successive year. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 




















and that it would reduce sales resistance, which 
now appears to be on an increase, and as an 
important by-product would attract better agents 
into the ranks of the companies. 

It was also pointed out that present agents 
would be encouraged to better qualify them- 
selves and that the business would thus reduce 
its appalling turnover, and that it would reduce 
political interference and might be used to 
spread propaganda for good health in order to 
prolong life. 

There was no definite subscription plan pro- 
posed, but it was generally agreed that the per- 
company cost should be fixed upon some rela- 
tionship to premium income so that both large 
and small companies would share relatively. 

The report was endorsed by Paul F. Clark, 
president of the National Association of Life 
Underwriters, who declared that the field men 
are ready and anxious to participate in the 
cost of any equitable plan. He said that his 
association had worked out a tentative plan of 
agency participation which would be submitted 
when requested. 

Indicative of the enthusiasm was the declara- 
tion of Philip Burnet, president of the Con- 
tinental American of Delaware, that it would 
not be necessary for a Bureau official to visit 
his office to get his company’s approval, that it 
was ready to go into any campaign on a rea- 
sonable basis if 50 per cent of the companies 
join. His, of course, will be the first subscrip- 
tion to the program. 

The agency officers plan to sell the idea to 
their home office officials and to aid in the fur- 
therance of the program. 

It also was pointed out that the national 


GENERAL AGENT OR 
BRANCH MANAGER 


A gentleman at present Life Insurance Home 
Office. Manager of Agencies desires a connec- 
tion as General Agent or Branch Office Man- 
ager. He has established an enviable record: 
1st, As a personal producer; 2nd, Organizer; 
3rd, Trainer; 4th, Supervisor and 5th, Man- 
ager of Agencies. His present company has 
produced over 120 millions of paid for busi- 
ness during his official connection with them 
as its agency head. 

He prefers Southern territory as he is a 
native Southerner, but he is well and favor- 
ably known in the large cities, North, East 
and West. 

Any interested subscriber can communicate 
with him by addressing Box 8, care of THE 
SPECTATOR. 
































rights. 


such an agency. 
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Scranton- Pittsburgh, Pa 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
Address 


Exclusive, care of THE SPECTATOR 


ER i 


campaign should be started soon in order to 
head off individual State programs. The Texas 
companies were lauded for their pioneering in 
advertising, a description of whose campaign 
was given by Henry Camp Harris of the Na- 
tional Security, 





OPPORTUNITY FOR 
DISTRICT MANAGER 


who knows how to hire men who can 
sell disability policies (non-cancellable 
policies featured) for a progressive 
Company. Contracts top-notch in 
every detail. 

Direct connections and proper assis- 
tance to right man. 

Territory obtainable in portions ot 
Michigan, Indiana, Illinois, Pennsyl- 
vania, Missouri and California. 


It will pay you to write 


INCOME GUARANTY COMPANY 


Income Building 
SOUTH BEND, INDIANA 


Stock Company, Authorized Capital, $1,000,000 











FRIENDS EVERYWHERE 


Long established and consistently pro- 
gressive, providing perfect protection 
at a net cost which is notably low, 
and rendering prompt and efficient 
service, the Massachusetts Mutual 
stands out as an ideal company to 
represent. Many years of square deal- 
ing are back of every one of our 
agents. They find enthusiastic friends 
of the Company everywhere. 


Massachusetts Mutual Life 


Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and a Half 
of Insurance in Force 
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Life Educators to Organize 
(Concluded from page 3) 
‘but available for use by individual companies 
could be made if the companies would share 
in the expense, he was virtually bowled over 
by the favorable reception that was given the 
idea. The Connecticut general was roundly com- 
plimented for its pioneering in this field and 
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PROGNOSIS 
AND 
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upon vote of those present, the officers of the 
Research Bureau were instructed to investigate 
the cost of preparing a joint film slide library, 
to suggest themes for scenarios and to make a 
specific proposal at a later date. 

It was pointed out that scenarios picturing 
the various steps of selling the many phases of 
home office routine could be prepared. 











“Almost Everything 
That Has Been 
Hit Was Aimed At” 


. - - Oar “Aim” was to 
“Hit” apon a plan that 
would make Salesmen 
Successful... . We did. | 








— 1. Non-medical : 
2. Monthly Premium 
INSURABILITY 8. Juvenile Policies 
A Special Edition for Agents « Pa eee | 
5. Salary Savings 
Bear in mind that to properly fit life insurance 6. Participating 
coverage to a prospect it is necessary first to know the ; aa 
. . + . a ° t 
value of the life to be indemnified. When a man in- a 
. : ‘ 9. Female Insurance 
sures his house he knows its value. When he insures ih: hile: Miia tie Ce 
his life he should also know its value. This life value 2%. Sentient tines 
is gauged by the effects upon longevity of health, liv- 12. Direct Mail Advertising 
ing conditions, race and climate. 13. Salesman’s Folio 
; ? : 14. School for General Agents 
INSURABILITY is the yard stick for measuring a ge 


longevity and thereby pointing out life values. 

What an array of arguments the insurance sales- 
man can line up which will prove to his prospect that 
his life value is not adequately protected by insurance. 
What an “open sesame” to increased business and in- 
creased commissions. 


INSURABILITY contains the facts which enable 


ABRAHAM LINCOLN LIFE 


INSURANCE COMPANY 
Home Office Springfield, Illinois 
H. B. HILL, President 
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the agent to arrive at this information and to amplify ETE: 
his sales canvass in a new and striking fashion. It is nate + apse i 
° . . . . ® ta 
available now at the special price of $10. for a Special } & § S22 233e j 
Edition for Agents. Order Now! IAI S c 2 Belay | 
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‘AMERICA FORE” 


Se 
= 


When an unexpected 
visitor drops in, his call is 
apt to prove expensive— 
if he drops from the sky. 


ae 

The aeroplane has come 
into its own. It is the mod- 
ern means of transporta- 
tion. Whereas ashort time 
agoaircraft manufacturers 
were struggling hard to 
sell planes, today they are 
months behind in deliver- 


ies. ae. 


The world is rapidly be- 
coming air-minded. While 
flying is as safe today as 
riding in an automobile, 
accidents happen. 


re 


The Continental, keep- 
ing pace with aviation’s 
progress, now writes Air- 
craft Damage Insurance. 
Full particulars and forms 
can be had from our In- 
land Transportation De- 
partment. 


oe 


Che CONTINENTAL 
INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK, ACY 


T STURM. Charmen of one Boor 
PAUL & MAID, Presedene 


CASH CAPITAL:FIFTEEN MILLION DOLLARS 


NOW YORK CHICAGO MONTREAL DALLAS SAN FRANCISCO 


“The Continental Commands Confidence” 
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SEPARATION PROCEEDING 





Eastern Underwriters Not Enforcing 
Rule in New Jersey 





PRESENT SITUATION UNCERTAIN 





Difficult to Predict Probable Action of 
Agents Relative to Firemen’s Insur- 
ance Company 


Checking up on what has happened, what is 
happening and what will happen in New Jersey 
as a result of the withdrawal from the Eastern 
Underwriters Association by the Firemen’s In- 
surance Company of Newark, and the higher 
commission scale announced by President Neal 
Bassett of that company, at the present time 
appears a somewhat difficult task. To what 
extent agents in New Jersey are throwing over 
the Firemen’s for association companies or vice- 
versa, or what they are planning to do cannot 
be ascertained. The Eastern Underwriters As- 
sociation is said to be making no effort to en- 
force its clear agency rule in the New Jersey 
territory and does not plan to do so. 

As for the situation elsewhere in the Eastern 
territory the Eastern Underwriters Association, 
which, a few weeks ago notified its affiliated 
companies that mixed agencies would have to 
clear them, reports that the responses to date 
have been highly satisfactory to the association. 
According to the best available reports the work 
is proceeding probably more rapidly than was 
originally expected. Many actual clearances 
have already been reported and many other 
agents are known to be working out plans for 
the clearing of their offices. It is rumored also 
that the Firemen’s has lost a number of old 
and well-established agencies, although it may 
also benefit by so-called trade between affiliated 
and non-affiliated companies. No complaints 
have yet been heard as to violation of the 
principle of agency ownership of expirations. 


Latest Chicago Schedule 
(Concluded from page 3) 
the class one agents gratis; provides for a $10 
annual registration fee for class two agents; 
and gives the manager of the Chicago Board 
authority to investigate and audit the books. of 
the Board members, including branch offices, to 
see that the acquisition cost is not exorbitant, 
and also provides that class one members, after 
January 1, 1929, as a prerequisite for member- 
ship, shall maintain the sole representation of 
one company for two years, each Board member 
is requested to file a commission agreement 
with the Board signed by a home office official, 
or Western manager, and~the Cook County 
manager if such there be. 
The new rules provide January 1, 1929, as the 
effective date, if they pass the three hurdles, the 


approval of the three supervisiong organiaztions. 

It is pointed out that the Union representa- 
tives were given power to act if its recommenda- 
tions were adopted. 

The new report limits commissions to class 
one at 20 and 25 per cent in the congested dis- 
trict, 25 and 35 per cent in the principal city 
and elsewhere in Cook County. Sprinkler leak- 
age is fixed at 25 per cent. Class two commis- 


sions on business written by the agency are 15. 


and 25 per cent. 

Brokerage between class one and for class 
two and class three, the brokers, is fixed at the 
common level of 10 and 15 per cent in the con- 
gested district, and 15 and 25 per cent in the 
principal city and remainder of Cook County. 
Brokerage to class four, real estate firms in the 
central office district and banks, is 10 and 15 per 
cent in congested, 10 and 20 per cent in the re- 
maining two sections. Non-resident agents are 
limited to brokerage of 10 and 20 per cent. 
Brokerage on sprinkler leakage for classes one 
to four is 15 per cent and to class five, 10 per 
cent. 


WILLIAM WERNER GOES TO 
TRANSPORTATION 
Assistant Secretary of Firemen’s Resigns 
for New Post 


Resigning as assistant secretary of the Fire- 
men’s Insurance Company of Newark, N. J., 
with whom he has been connected for the’ past 
nineteen years, William Werner becomes vice- 
president of the Transportation Insurance Com- 
pany and the Transportation Reinsurance Com- 
pany of New York on December 1. He will be 
the underwriting manager for fire insurance. 


Mr. Werner has been in the insurance busi- 
ness for more than thirty years, chiefly with the 
Home of New York as an examiner and with 
the Firemen’s where he started as assistant to 
the vice-president in charge of underwriting. 
His underwriting experience, therefore, extends 
over many years and has been nation-wide. _ 

With the Transportation companies, Mr. 
Werner will be practically organizing his own 
department as_the McGee interests have been 
concerned chiefly with transportation, inland 
marine and aircraft risks. 





FRED B. LUCE ELEVATED 
Made Vice-President of Providence- 
Washington 

Directors of the Providence-Washington In- 
surance Company and the Anchor Insurance 
Company of Providence, R. I., at a meeting held 
Tuesday, October 30, elected Frederick B. Luce 
ot Chicago vice-president and manager of the 
Western department. Mr. Luce has been with 
the Providence-Washington since 1921 and has 
been continually manager of the Western de- 
partment. 


- 
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KENTUCKY INJUNCTION 
UPHELD 


Also Allowed to _ File 
Amended Bill 





Companies 





COMPANIES IN BETTER POSITION 





Court’s Action in Famous Rate Case Was 
to Allow Setting Up of Individual 
Experience 

IRANKFoRT, Ky., October 30.—A decision up- 
holding a temporary injunction granted 113 fire 
insurance companies doing business in Kentucky 
to prevent State Auditor Clell Coleman from 
interfering with their collection of 12% per 
cent increase in premiums was handed down by 
Judge A. M. J. Cochran in federal court in 
Covington, Tuesday. The decision was made 
on a motion presented by attorneys for the State 
auditor asking the court to set aside the tem- 
porary injunction. Judges Charles 1. Dawson 
and Charles Moorman sat with Judge Cochran 
in the case. The court in addition to over- 
ruling the motion to dismiss the temporary in- 
junction, allowed an amended bill to be filed 
setting up the individual experience of the 
companies, in which it was claimed that the 
order of the State auditor, not allowing them‘ 
121%4 per cent increase was confiscatory.. The 
original bill did not set up the individual ex- 
perience of any company but set up the aggre- 
gate experience of all of them. According to 
Judge Cochran the Supreme Court in the Mis- 
souri case, held that the aggregate experience 
of all companies did not present a federal ques- 
tion and because of that dismissed the case. 
The amended bill changes this case, Judge :‘Coch- 
ran pointed out, by setting up the individual ex- 
perience of each company. Refusal of the court 
to set aside the temporary injunction means that 
the injunction will remain in force until the 
case is tried on its merits, the court explained. 


Standard’s Action Broadens Scope 

Hartrorp, Conn., November 1.—Entrance of 
the Standard Fire Insurance Company of Hart- 
ford into the Inland Marine and “All Risks” 
business was announced today by Vice-Presi- 
dent J. K. Hooker. All arrangements, such as 
the preparation of policy forms and rate sched- 
ules have been completed, and the company’s 
agents will begin to write these lines immedi- 
atly. The Standard Fire Insurance Company 
is a unit of the Aetna Life group, which in- 
cludes the 7Etna Casualty and Surety Company 
and the Automobile Insurance Company. 

The underwriting and developing of these new 
lines for the Standard will be under the direc- 
tion of E. J. Perrin, Jr., who has just been 
elected secretary of the Standard Fire. He will 
be assisted by D. R. Sibley, newly elected as- 
sistant secretary of the company. 
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NEAL BASSETT, President JOHN KAY, Vice-Pres. A. H. HASSINGER, Vice-Pres. WELLS T. BASSETT, Vice-Pres. 





FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J. 

THE GIRARD F. & M. INSURANCE CO. OF PHILADELPHIA, PA. 
MECHANICS INSURANCE CO. OF PHILADELPHIA, PA. 
NATIONAL-BEN FRANKLIN FIRE INS. CO. OF PITTSBURGH, PA. 
SUPERIOR FIRE INSURANCE CO. OF PITTSBURGH, PA. 
CONCORDIA FIRE INSURANCE CO. OF MILWAUKEE, WIS. 
CAPITAL FIRE INSURANCE CO. OF CONCORD, N. H. 

THE METROPOLITAN CASUALTY INSURANCE CO., N. Y. 





Western Department HOME OFFICES: Pacific Department 
H. A, CLARK, Manager Newark, N. J. W. W. & E. G. POTTER, Managers 
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LOYAL TO PRINCIPLE--TO LOYAL AGENTS, LOYAL 














THE UNUSUAL PROGRESS 
OF THIS COMPANY BIS, 
PERHAPS, THE BEST 
RECOMMENDATION OF 
THE CALIBRE OF SERVICE 
IT RENDERS. 





THE EQUITABLE CASUALTY 
AND SURETY COMPANY 


HAROLD SPIELBERG, Chairman of the Board 


Court Square Building 
2 LAFAYETTE ST. NEW YORK CITY 
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MAY CONTROL AUTO INSURANCE 
Jurisdiction of Eastern Underwriters As- 
sociation Extended 
At the annual meeting of the Eastern Auto- 
mobile Underwriters Conference held last week 
the chief matter considered was the question of 
Eastern Underwriters Association control being 
extended to the automobile business and prac- 
tices in its territory. The majority opinion was 
that the same separation method could well be 
introduced into the fire’and theft end of the au- 
tomobile business that prevails in the fire in- 
surance business under the E.U.A. A resolu- 
tion was unanimously passed asking the East- 
ern Underwriters Association to assume control 
of commissions. and rules for automobile busi- 
ness written by companies of that organization. 
Several of the insurance companies in join- 
ing the E.U.A. were emphatic in their insistence 
that there should be no extension of jurisdic- 
tion over the automobile business, but it ap- 
pears that during the past two years many of 
the companies that belong to the E.U.A. and 
also to the Eastern Automobile Underwriters 
Conference have observed with no pleasure 
much of their choice auto business being taken 
away from them by non-conference auto writers 
that at the same time have subscribed to E.U.A. 

rules and regulations for fire insurance. 

At the present time companies that are not 
members of the Eastern Automobile Under- 
writers Conference can enter any clear or 
mixed agency in the E.U.A. territory and offer 
extra commissions for auto lines. It is evident 
that an agent would be apt to give these com- 
panies a considerable part of his fire business 
in return for the extra auto commissions, 

There are something like 85 per cent of the 
agencies writing for E.U.A. companies that are 
clear. Those insurers who wish the extension 
of rules to. cover automobile underwriting think 
that such action will lessen the present compe- 
tition and believe that they could hold their 
business against the companies remaining out- 
side even though certain fire and automobile un- 
derwriting companies are neither members of 
the E.U.A. or the automobile conference. 

The feeling was expressed that if the separa- 
tion factor were introduced the effect would be 
good for the business, for it was believed the 
offer of extra commissions by non-affiliated 
companies, at least in many if not in most in- 
stances, would be outweighed by the threat 
of separation. 

Officers were re-elected at the meeting as fol- 
lows: President, R. P. Barbour ; vice-president, 
C. R. Pitcher; treasurer, C. E. Case. 


ALARMED OVER TORNADO RATES 
Florida Agents Call Special Meeting to 
Consider Situation 

LAKELAND, FLA., October 27.—O. Earl Free- 
man, president, called a special meeting of 
the Florida local Underwriters Association last 
week, at Orlando, to devise means of protection 
against incréased tornado rates and withdrawal 
of companies on these lines. The conclusions 
are to be presented to the tornado conference 
which the companies are holding soon. Insur- 
ance Commissioner W. K. Knott attended. 


URGES CO-OPERATION 


Ralph Hinkley Speaks at Massachu- 
setts Meeting 








MANY SUBJECTS DISCUSSED 





Separation and Non-Policy Writing Agents 
Among Topics on Program 

Boston, Mass., October 27.—A discussion of 
subjects which are causing the Massachusetts 
agents some concern filled the entire afternoon's 
program of the annual meeting of the State As- 
sociation held at the Hotel Statler, Boston, this 
week. Compulsory automobile insurance, the 
separation question, and non-policy writing 
agents, were given chief attention. At the ban- 
quet in the evening, presided over by Presi- 
dent Fred R. Smith, Walter H. Bennett, secre- 
tary-counsel of the National Association of In- 
surance Agents; John W. Downs, counsel for 
the Association and of the Insurance Federation 
of Massachusetts, C. E. Rickerd, president of 
the Insurance Advertising Conference, and 
Ralph G. Hinkley, New England manager of 
the American of Newark, were the after din- 
ner speakers. Some unvarnished truths, well 
sprinkled with wit aimed at timely issues which 
all understood, were furnished by Ralph Hink- 
ley in his talk on “Co-operation Between Com- 
panies and Agents.” Although, he said, the 
subject might be trite, it having been pretty 
well rehearsed the past few weeks in its vari- 
ous phases, he would add one advantage of cc- 
operation which he had never heard mentioned 
in any of these addresses, viz., that, “it’s so 
much easier.” As one of the best examples oi 
full co-operation by the public, the agents, and 
the companies, he cited conditions in Haverhill, 
Mass., where, on account of a continued high 
loss ratio many companies withdrew, the situa- 
tion approaching the point where credit protec- 
tion was seriously impaired. As a result of 
full and complete co-operation of agents, com- 
panies and boards, he said, with the local and 
State authorities by putting into effect drastic 
rules, the loss ratio for the first time in many 
years was reduced from $492,230 in the year 
ending July 15, 1927, to $118,135 in the year 
ending July 15, 1928. 

“There is another phase of true co-operation 
which is gaining lately,” continued Mr. Hink- 
ley, “but there should be more of it—i.e, in 
giving away what used to be called ‘trade se- 
crets’ to your competitor whether a company 
or an agent. The more men talking the line 
correctly to the public and the fewer men giv- 
ing out mis-information, the more premiums 
and commissions in it for all of us, and the 
fewer cases of misunderstanding on the part 
of the public when a loss occurs. Carrying this 
still further, the more of us talking of new 
side lines, the easier to sell the old stand-bys.” 

Mr. Hinkley ended his talk by putting in a 
word for the non-co-operator. “I do not mean 
the company or agent who joins an association 
merely for the purpose of seeing that every- 
body else plays the game according to rules, 
without any intention on his own part of doing 
likewise. I do refer to the company or agent 
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ADDS TO CAPITAL AND SURPLUS 
North Carolina Home Put in Million- 
Dollar Class 

A special meeting of the stockholders of the 
North Carolina Home Insurance Company, 
Raleigh, N. C., has been called for next Mon- 
day to act on the recommendation of the direc- 
tors that the capital be increased from $500,- 
000 to $1,000,000, and that the par value of 
the stock be reduced from $100 a share to $10 
a share. The proposed plan provides that the 
new capital be issued to the present stock- 
holders at 160 per cent of par, thus adding 
$500,000 to the capital and $300,000 to the 
surplus account, raising that fund to over $1,- 
000,000. The added funds will bring the total 
assets of the company to over $2,750,000. The 
plan provides that the new capital be subscribed 
and paid in by December 5. 

The North Carolina Home is a member of 
the Great American Insurance Company group. 


COMMONWEALTH CAPIFAL UP 


One Hundred Per Cent Stock Dividend 
Voted 

Stockholders of the Commonwealth Insur- 
ance Company, New York, at a special meeting 
next Wednesday, will vote on the proposal to 
increase the capital stock of the company from 
$500,000 to $1,000,000. As submitted by the 
directors the plan includes. that when the in- 
crease is approved the new capital will be sup- 
plied by the transfer of $500,000 from the sur- 
plus. account to the capital account by the 
declaration of a 100 per cent stock dividend. 

North British & Mercantile interests acquired 
the Commonwealth Insurance Company in 1907. 
It was organized and commenced business in 
1886, starting with a capital of $300,000, which 
was inereased to $500,000 in 1887. Sinee it be- 
came a member of the North British & Mercan- 
tile group its pregress bas been excellent and 
its net surplus on July } ef this year amounted 
to $2,939,000. When the new financial plan is 
carried eut it will have a net surplus above 
capital of $2,439,000. It has assets of approxi- 
mately $7,500,600. 





Death of Nelson E. Briggs 

Cuicaco, Itt., October 29.—Funerak services 
were held at Lagrange, IIl., on Tuesday for Nel- 
son E. Briggs, eighty-five years old, formerly 
State agent for the North British and Merean- 
tile. Later he was made general adjuster in 
Chicago for the company and held that position 
until his retirement. He formerly was treas- 
urer of the Fire Underwriters Association of 
the Northwest and was an official of the IHi- 
nois State Board ef Fire Underwriters. 








who simply does not want to belong to any as- 
sociation, nor abide by its rules, and is honest 
enough to say so. They have various motives 
and opinions for this attitude and they are 
entitled te them. Real co-operation begins when 
there is tolerance for the other maz’s viewpoint, 
and desire to play fair.” 
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UNITED STATES FIRE 
INSURANCE COMPANY 


Home Office 
110 William Street. New York City 




















~GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 
Harrison B. Smith, President 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Vriginia, Ohio, Kentucky, 
Tennessee, South Carolina, North Carolina, Georgia, Michi- 
gan, Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y. 
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Equitable Life Insurance Company 


of the District of Columbia 
ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio and 


laware 
President s > ‘ : ; HENRY P. BLAIR 
Vice President. ; ‘ ‘ . : . JOSEPH SANDERS 
2nd Vice President (Agency Supervisor) . . WILLIAM A. BENNETT 
Secretary 2 : : . : ‘ ‘ : ‘ ALLEN C. CLARK 
Actuary : : . GILBERT A. CLARE 


Main Office, 816 14th Street, N. W. WASHINGTON, D. C. 




















LIFE INSURANCE C0. 


(Illinois) 


THE PEOPLES 


A Legal Reserve Co. Organized in 1908 


Every ‘Desirable Provision 
Contained in our Policies 
Peoples Life Bldg. 
Chicago 
SEYMOUR STEDMAN, Pres. 


Home Office 




















GreatAmerican 
Insurance Company 
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INCORPORATED - 1872 


STATEMENT JANUARY I, 1928 


$12,500,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


23,422,855.2 1 


NET SURPLUS 


2 1.060,1 19.35 
56,982.974.56 


$33,560,119.35 


LOSSES PAID POLICY HOLDERS 


$194,691,909.09 


HOME OFFICE 
ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 


310 South Michigan Avenue, Chicago, Il. 
CG. R. STREET, Vice-President 


PACIFIC DEPARTMENT 
233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 


MARINE DEPARTMENT 


NEW YORK—Wwm. H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANCISCO—George L. West, Manager, 233 Sansome Street 
CHICAGO—Wwm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 














Desirable Agency Contracts are 


available for unassigned territory 
in fourteen states. 


CENTRAL WEST CASUALTY COMPANY 


DETROIT, MICHIGAN 
Hal H. Smith, President 


CAPITAL ONE MILLION DOLLARS. 
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OMAHA FIRE SITUATION 
Political Fight Upsets Fire Department— 
Rate Increase Iminent 
Omaaa, NEs., October 27—Omaha is facing 

a 20 per cent increase in fire insurance rates. 

Omaha people will likely next year pay $750,- 
000 more in fire insurance premiums than they 
have been paying. 

This is because Omaha stands with a fire de- 
partment that is 117 men short of the stand- 
ard required for a city of this size by the Na- 
tional Board of Fire Underwriters. 

For this reason Omaha is about to be dropped 
from second class to fourth class, as the insur- 
ance underwriters rate cities. 

This is the word given out by Fire Com- 
missioner Westergaard here and by William 
DeRohan, fire engineer of the National Board 
of Fire Underwriters. ‘Mr. DeRohan is here 
and has been here from New York for some 
days making a. survey of the local situation. 
To-day he and his corps start out on an ex- 
tensive survey of the fire-fighting equipment 
now in use in Omaha, and a careful check of 
how completely the equipment is manned or not 
manned. 

Omaha’s predicament results partly from 
dirty politics, it is claimed here. Fire Commis- 
sioner Westergaard is new in Omaha. This 
is his first term. The other six members of 
the city council belong to the lower ward ma- 
chine in politics, and Westergaard is the only 
non-machine man in the council. He broke 
through their ranks, and got himself elected on 
a non-machine platform. This makes six to 
one in the council at least on the all-important 
question as to whether or not the machine shall 
continue to run the city as it has for so many 
years. 

Commissioner Westergaard’s friends contend 
that the six-to-one machine majority in the 
council put the fire department into this predic- 
ament, by holding his appropriation to a mini- 
mum, and forcing him to make certain costly 
improvements and other expenditures with the 
one and only purpose of reducing his fire fund 
to the point where it would not meet the fire- 
men’s payroll out to the end of the fiscal year. 


Death of John B. Knox 


John B. Knox, secretary of the Phcenix In- 
surance Company of Hartford and president 
of the Equitable Marine and Fire Insurance 
Company of Providence, died last Thursday at 
his home in West Hartford, Conn. He was 
71 years old and had been with the Phcenix for 
55 years, having entered its employ at the age 
of 16. He leaves four sons, two daughters and 
ten grandchildren. 


Union of Paris Management 


The Union Fire Insurance Company of Paris, 
France, was entered in the United States in 1910 
under the management of Starkweather & 
Shepley and was in direct charge of Emil G. 
Pieper, vice-president, until 1924, when he suc- 
ceeded to personal management. 
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From Revista de Seguros 

Brazil. According to the latest news re- 
ceived from Rio de Janeiro the domestic and 
foreign companies writing insurance in Brazil 
have come to an understanding from which good 
results are expected. 

All now work together for the purpose of 
submitting to the Government a minimum tariff 
for fire, marine, inland marine and automobile 
business. To that end a Central Insurance 
Committee has been created in Rio, which is 
working in co-operation with the insurance 
commissioner. 

Relations between the 
Government are most friendly and it is hoped 
that before the end of the year an understand- 
ing satisfactory to all interested parties will !x 


companies and the 


reached. 

The disturbances of the 
which have done so much harm to the business 
in the past, are about to be definitely quieted 
and a regular development of the business is 
to be assured. 

It is to be regretted that conditions had 
reached such a pass that the Government had 
to interfere and it is feared that government 
interference from now on will continue and 
be strengthened, which is incompatible with 
fundamental principles. 


insurance market, 


HEADS NATIONAL CONFERENCE 
Guy E. Beardsley Elected by Auto Under- 
writers 
Guy E. Beardsley, vice-president of the A£tna 
Insurance Company, Hartford, elected 
president of the National Automobile Under- 
writers Conference to succeed C. E. Case. of 
the North British & Mercantile Insurance Com- 
pany last week. William Mackintosh of the 
Royal was re-elected vice-president and H. W. 
Ellis of the Phoenix & London was re-elected 

treasurer. 

A meeting of the National Automobile Theft 
Bureau was held last week and moving pictures 
were shown which showed the ways, means 
ana schemes of thieves in applying their trade. 


Was 


Toronto Casualty Gets Atlantic Insurance 
Company 

The Toronto Casualty, Fire and Marine In- 
surance Company of that city has entered into 
an agreement on a stock exchange basis which, 
when approved by the authorities, will permit it 
to reinsure all the policies of the Atlantic In- 
surance Company, Montreal, and take over its 
assets and business. This merger has the ap- 
proval of directors. The Toronto Casualty, 
headed by G. Larratt Smith with A. E. Dawson 
as manager, has been operating for seven years. 


September Fire Losses in Canada 


According to the computation of the Mone- 
tary Times, the fire loss in September last in 
Canada was $1,739,200, or $600,000 less than 
in August last, and $50,000 less than in Sep- 
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UNAUTHORIZED WRITING DECREASES 
Commissioner Howard P. Dunham Finds 
Recent Agitation Effective 
As a result of the public agitation aroused 
by Insurance Commissioner Howard P. Dun- 
ham’s recent warning against doing business 
with unauthorized insurance companies, many 
individuals and business have been 
seeking information as to the status of differ- 
ent companies before placing insurance with 

them. 


concerns 


Commissioner Dunham revealed last week that 
inquiry as to the standing of their insurance 
carriers had caused several corporations lo- 
cated in Connecticut to transfer to authorized 
companies coverage amounting to about $500,- 
000 recently. 

“T cannot emphasize too strongly the dangers 
inherent in doing business with companies not 
licensed to write insurance in Connecticut,” said 
Colonel Dunham. “The insurance company of 
standing is usually anxious to get authorization 
to transact business everywhere. If a company 
is not licensed to do business in Connecticut, 
there may be a good reasen for this condition. 


‘ 


Death of W. Frederick Chase 


W. Frederick Chase, manager of the sub- 
urban division of the New York Fire Insurance 
Rating Organization, died last week at his home 
in Ridgewood, N. J. He had been ill for sev- 
eral months. He was 49 years old. 

Mr. Chase was born at Newburyport, Mass. 
He entered the insurance business’ with his 
father, who is a local agent in that city. He 
later went with John C. Page & Co., of. Boston, 
and then with the New England Fire Insurance. 
Exchange and was for 24 years in the rating. 
department, most of that time°as department 
manager. A year ago last March he was ap- 
pointed manager of the suburban division of the 
New York Fire Rating Organization and was 
elected secretary of the Suburban Fire Insur- 
ance Exchange. 

He was a member of the Drug and Chemical 
Club of New York and of the Sons of the 
American Revolution. He leaves his wife, three 
sons and a daughter. Funeral services were 
held last Saturday afternoon at Newburyport, 
Mass. 


T. Y. Brown in New Offices 

Charles F. Noyes Company, Inc., in a $250,- 
000 leesing transaction, has rented for Frank 
Lowe the ground floor, second and third floors 
in 84 William street to the Glens Falls Insur- 
ance Company and T. Y. Brown & Company. 
The T. Y. Brown organization has represented 
the Glens Falls for over fifty years. Their 
new location is at the northeast corner of Wil- 
liam street and Maiden lane and their new prem- 
ises are the offices formerly occupied by the 
Royal Insurance Company and Queen Insur- 
ance Company for underwriting purposes and 
are considered about the best in the city from 
an underwriting vrewpoint. 
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VERY hour the icy hand of winter draws 
nearer. Some stark, cold night, not so far 
distant, it will close in—surely-—relentlessly—. 
A certain number of automatic sprinkler 
systems will freeze, crack, and prematurely re- 
lease the flood of water meant for safety. 

Agents of this Company are making a drive 
now to cover all sprinklered risks in their ter- 
ritories by Sprinkler Leakage Insurance and are 
forestalling accidents, wherever possible, by 
preaching closed windows and other necessary 
precautions. 

When the icy clutch of winter descends, if 
it should succeed in damaging sprinkler equip- 
ments, no clients of our agents should suffer a 
loss, as our agent will have been there first with 
the never failing protection of a Sprinkler Leak- 
age Policy —IN 
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Insuramce Co uv 
Executive Offices: 1 Pershing Square 
80th Park Ave. at 42nd St., New York, N.Y. 
Year in the Pacific Coast Dept., San Francisco, Calif. 
United States 





THE NATIONAL INSTITUTION WITH A WORLD WIDE BACKGROUND 








CASH CAPITAL 
$2.500,000.00 





NEW HAMPSHIRE 
FIRE INSURANCE CO. 
Manchester, N. H. 
ASSETS $14.675,712.03 


| TOTAL LIABILITIES EXCEPT CAPITAL 
$ 7.032,749.59 


POLICYHOLDERS SURPLUS 
$ 7,.642,962.48 
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FUR INSURANCE 


FURS Insured against Loss of any kind 
(except Moth and Wear and Tear) at 
All Times and All Places 


A. F. SHAW & CO., Inc. 


75 Maiden Lane Insurance Exchange 
New York City Chicago, Ill. 


General Agents—‘“All Risks” Department 
Saint Paul Fire & Marine Insurance Co. 
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CLYDE B. SMITH HONORED 


Lansing Agents Give Agents’ Executive 
Big Dinner 

LANSING, Micu., Oct. 29.—Proof that Clyde 
B. Smith, now chairman of the executive com- 
mittee of the National Association of Insurance 
Agents, is as well thought of in agency circles 
of his home town as in the councils of the na- 
tional agents’ organization was given last week 
when members of the Lansing Association of 
Fire and Casualty Underwriters tendered him a 
testimonial dinner. 

The affair was planned as an official recog- 
nition by Lansing agents of the elevation of one 
of their number to one of the highest posts 
within the gift of the National Association, and 
carrying with it the promise of a further eleva- 





Crype B. SmItH 


tion. The dinner was served at the Hotel Olds, 
and brought out an attendance of about two- 
score agents, company men, and state depart- 
ment officials. Every Lansing agency was repre- 
sented, while Commissioner Charles D. Living- 
ston and both of his deputies, Horace B. Corell 
and Ralph Wade, attended. 

Commissioner Livingston was assigned the 
job of presenting, on behalf of the local agents, 
a handsome bouquet of roses, to Mr. Smith and 
the state official took the occasion to pay his 
own respects to one of the outstanding agents 
of the state. The commissioner told of his long 
acquaintance with the honor guest, beginning 
when they were both field men in Michigan for 
fire companies. Mr. Smith was declared to be 
of an altruistic type, constantly on the alert to 
serve the best interests of the business even 
sometimes at the expense of his own temporary 
benefit. Only the highest grade men were ap- 
pointed as agents by Mr. Smith during his field 
experience, the commissioner said, an achieve- 
ment of particular note in the eyes of Mr. Liv- 
ingston at this time when he is advocating as the 
only solution of the problem of obtaining fit 
agents the passage of a qualifications law in this 
state. 

Several other important Michigan insurance 
men participated in the proceedings. 
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From “Wirtschaftsdienst” 
Credit Insurance in England 

The British Government participates in ex- 
port credit insurance. The Government Or- 
ganization is called the Export Credit Guar- 
antee Department and is a section of the De- 
partment of Overseas Trade. It carefully sur- 
veys credit insurance and everything connected 
with it. 

In the year 1925 the question of export credit 
insurance and government participation was 
turned over to a committee of experts, whose 
report confirmed the existitig heed for such in- 
surance and also stated that the means to this 
end were insufficient. The committee suggested 
that the Government take over export credit 
insurance through the Export Credit Guaran- 
tee Department as an experiment. The then 
existing organization was scrapped. 

The Export Cfedit Guarantee Department 
started its operations in July, 1926; its opera- 
tions were guided by two chief considerations: 
1 is expoft credit insurance profitable for in- 
surer and insured? and 2 the premium must 
cover losses and administration expenses and 
no money of the taxpayer must be expended. 


The system has not been in operation for a. 


sufficient length of tithe to definitely say 
whether these requirements have been met, but 
it can be stated that so far no substantial losses 
or profits have been made. The following are 
the chief féatitres of the system: 

1. The exported goods, in order to be in- 
sured, must at least in part be manufactured 
in Great Britain; only drafts are guaranteed, 
the exporter himself carries the risk of accept- 
ances. 

2. The payment of the draft on the day it 
falls due is guaranteed unconditionally. The 
exporter collects the draft without having to 
wait for a court decision in a foreign country. 
The department, after paying the defaulted 
draft, takes together with the insured the necés- 
sary steps to colle¢t from the foreign defaulting 
debtor. It is of the greatest importance that 
the department undertakes this guarantee un- 
conditionally. Catastrophe risks are covered, 
also political risks, such as war, riot, revolu- 
tion, etc. 

3. As a rule only 75 per cent of the draft 
are insured, but special arrangements can be 
made. 

4. The open declaration) policy is the usual 
form, especially for short term credits. The 
contract can be assigned to a bank, but the con- 
sent of the department to such assignment is 
needed. 

5. Premiums are adapted to the specific risk 
and run from % per cent to 1 per cent on 60 
per cent of the draft, 90 days’ acceptances. The 
standing of the export firm and the consignee 
of the goods as well as credit conditions in the 
respective foreign country are vital factors in 
determining the rate. 
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APPOINTED CONFERENCE SECRETARY 
Charles E. Freeman Succeeds Late George 
E. Crosby 

At a gathering of members of New York In- 
surance Advertising Conference last week, C. 
E. Rickerd, president, announced that he would 
appoint Charles E. Freeman, advertising man- 
ager of the America Fore group of fire insur- 
ance companies, to the post of temporary secre- 
tary of the Conference. The secretaryship be- 
came vacant on the death of George E. Crosby, 
late publicity director of the AXtna (Fire) In- 
surance Company, of Hartford, who had been 
re-elected to the post at the recent Washing- 
ton meeting. The appointment will become 
permanent upon confirmation by the executive 
committee. It is not known when the commit- 
tee will hold a meeting as its members are 
widely Seatteréd geographically. 

Mr. Freeman has been head of the advertis- 
ing department of the America Fore companies 
for several years and has been an active mem- 
ber of the Conference. He served on the nom- 
inating committee at the recent annual meeting. 

President Rickerd is visiting a number of 
cities in the interest of the Conference and in 
each case is holding informal gathering of the 
members located there. 


Defines an Insurance Company 

Wasuineton, D. C., October 30.—The right 
of a corporation to classification as an insurance 
compariy for purposes of Federal taxation de- 
pends not tipon the laws of the State of its in- 
corporation but upon the acts of Congress, it 
has been held by Acting Commissioner of In- 
ternal Revenue H. F. Mires in a ruling just 
sent to all collectors of internal revenue, call- 
ing attention to a decision rendered in the 
United States District Court of Western Ken- 
tucky. 

Under that decision a corporation engaged in 
the insurance business, but which in addition 
conducts a separate and distinct business from 
which it derives a substantial income, is not 
an insurance company within the meaning of 
section 246 of the revenue act of 1921 and is 
therefore not exempt from the capital stock tax 
imposed by that law. 


Death of Angus Caruth 

Angus Caruth, assistant secretary of the Scot- 
tish Union and National Insurance Company 
and secretary of the American Union Insurance 
Compay of New York, died last Sunday at his 
home in Hartford. He had been connected with 
the Scottish Union for the past 21 years. The 
funeral was held yesterday afternoon. 








6. The department may call on an advisory 
board of merchants and bankers. This is a 
great help for keeping informed with the ever 
changing credit conditions all over the world. 

The British Government, through its wide 
diplomatic and consular organization, supported 
by special trade commissioners, is, of course, in 
a much better position, than private firms to 
follow the fluctuations of trade and credit con- 
ditions. 
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WHY NOT PROFIT BY IT? 


The Growth of Surety — 


The Scope of Surety — 





Our Position — 





Premiums of over $100,000,000.00 a year are being written 
by some fifty surety companies. 

This represents one hundred times as much in Fidelity and 
Surety premiums as was written fifty years ago. 

Surety today is an essential service in our modern business 
life. 

Financial guarantees are required in almost all business 
agreements. 


FIDELITY BONDS— Individual, Schedule, Position, New 
Schedule, Blanket Position, Fidelity Blanket, Banker’s & 


Broker’s Blanket Bonds, Public Official, Federal Official, 
Notary Public Bonds. 


CONTRACT BONDS— Bid Bonds, Construction Contracts, 


Supply Contracts, Maintenance Contracts, Indemnity 
Bonds, Lenders or Lessors, Sub-Division Bonds, U. S. Main 
Contracts, (all) Lien, Patent Infringement. 


MISCELLANEOUS BONDS— Freight Charge, Lost Secur- 


ity, Warehouse, Blue Sky Law, Commission Merchants, 
License & Permit for States, Counties, Cities, Towns, Vil- 
lages and other Municipalities. 


COURT BONDS— Bankruptcy, Administrators, Executors, 
Guardians, Appeal, Replevin, Receivers, Conservators, As- 


signees, Cost. 


FEDERAL BONDS— Internal Revenue, Income Tax, Na. 


tional Prohibition, Immigrants Bonds, Custom House. 


DEPOSITORY BONDS— 


The New York Indemnity Company in association with the: 
National Surety Company has a larger qualifying power 
than any other company writing Fidelity and Surety lines; 
has at its command unexcelled underwriting facilities, ex- 
perience and information; has a Fidelity and Surety claim 
organization which extends throughout the country. 


If you are interested in establishing a real 


>> = surety connection for the development of 


SURETY business on a profitable basis, write 


New York Indemnity Co. 


115 BROADWAY, NEW YORK CITY 


William B. Joyce, Chairman 





Spencer Welton, President: 
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Casualty, Surety and Miscellaneous 





JOINS NORMAN MORAY 





John A. Diemand to Have Charge of 
Eastern Territory for Southern 
Surety 





MADE VICE-PRESIDENT OF COMPANY 





Former Assistant Manager of Zurich Gen- 
eral Will Establish Company in East 


John A. Diemand, assistant United States 
manager of the Zurich General Accident and 
Liability Insurance Company, has resigned to 
become executive vice-president and director 
of the Southern Surety Company of New York, 
of which Norman R. Moray, recently manager 
of the Hartford Accident and Indemnity Com- 
pany, Hartford, is the president. 

Mr. Moray, who resigned from the Hartford 
Indemnity to-join with the bankers, Kidder, 
Peabody of New York, and Caldwell & Com- 
pany of Nashville, in the reorganization and 
development of the Southern Surety Company, 
sometime ago announced that he planned to 
secure only the best men obtainable as his as- 
sistants. He appears to be carrying out such 
a statement in his selection of Mr. Diemand, 
who will immediately devote his attention to 
the establishment of the Southern ‘Surety in 
the territory of the Atlantic States, where 
hitherto it has not been extensively represented. 

Mr. Diemand began his insurance career in 
1903 when he joined the claim’ department of 
the Philadelphia Casualty Company. He be- 
came superintendent of the department and 
held that position. when the company was ab- 
sorbed by the Fidelity and Deposit of Balti- 
more. He resigned in 1913 to become superin- 
tendent of the claim department of the Zurich 
General Accident and Liability. The follow- 
ing year he was promoted to be agency super- 
intendent and in January, 1916, was transferred 
to the New York office as general superintend- 
ent of the Eastern department. He was ap- 
pointed assistant United States manager in 
1921. He is widely known and held in high 
regard in the casualty insurance field as an 
executive and underwriter. 

When Mr. Moray became president of the 
Southern Surety that company had taken over 
the business of the Southern Surety of Iowa 
which reached approximately $9,000,000 a year 
in premiums, largely consisting of surety busi- 
ness in the West and Southwest where it has 
a very desirable agency organization. The 
Southern Surety of New York has a capital of 
$2,500,000 and a surplus of $2,400,000 and a 
premium income of $9,000,000. It is planning 
to develop the general casualty lines as well as 
the surety business in the Eastern half of the 
country and Mr. Diemand will be Mr. Moray’s 
representative in this area. 





UNION INDEMNITY CALIFORNIA AP- 
POINTMENTS 
W. M. Curran and Merle D. Smith Made 
Resident Vice=-Presidents at Los 
Angeles 

The Union Indemnity Company of New Or- 
leans announces the election of William M. 
Curran and Merle D. Smith to the office of 
resident vice-presidents of Union Indemnity 
Company at the Los Angeles, Calif., office. Mr. 
Curran and Mr. Smith at the same time have 
been elevated to similar positions with the 
Northwestern Casualty and Surety Company 
which is affiliated with the Union Indemnity 
group of insurance companies. 

Mr. Curran was formerly manager of the 
surety department of Matt T. Mancha & Co. 
and joined the Union Indemnity Company 
when the new Southern California branch office 
was established at Los Angeles. Mr. Smith 
was formerly treasurer of the International 
Indemnity Company and came to the Union 
Indemnity Company when the latter company 
bought the business of the International. Both 
of.these men are widely known in insurance 


circles throughout the West Coast and their 


many friends will be glad to hear of their pro- 
motion. 


Charles E. Carr in New Post 

Charles E. Carr, for the past eight years 
manager of the Plate Glass Survey Bureau of 
New York, has resigned to become resident 
manager of the New York branch office of the 
Massachusetts Plate Glass Insurance Company 
of Boston. He assumed his duties in charge 
of the company’s branch office at 84 William 
street last Monday. He has had long experi- 
ence in plate glass underwriting. He started 
business in 1891 with the New York Plate 
Glass Insurance Company. The Massachusetts 
Plate Glass Company entered New York early 
this year. It has a capital of $100,000 and ne: 
surplus in excess of $150,000. 


Travelers Resigns Bureau 
(Concluded from page 3) 


inagurate other changes in practice which are 
calculated to increase the beneficial effects of 
stock casualty insurance; meanwhile the com- 
pany wants it understood by producers as well 
as salaried representatives that the Travelers 
will continue to observe National Bureau rates, 
rules and regulations for all lines within Bureau 
jurisdiction. The resignation was not predi- 
cated upon a desire or expectation to cut loose 
from the established order. Neither is the 
action designed to give the Travelers competi- 
tive advantage. 

The company has advised managers that it 
will not tolerate any departures from existing 
3ureau rates, rules or regulations, or any un- 
authorized acts of the field organization. The 
Travelers is confident that any changes that the 
home office may inaugurate and authorize in the 
future will be above criticism for the reason 
that they shall be in accord with the funda- 
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EAS UNIQUE DEPARTMENT 


Fidelity and Deposit Company Organ- 
izes Inspection Bureau 








GEORGE R. BABYLON IN CHARGE 





Plan Contemplates Development of Judicial 
and Public Official Risks 


Battimore, Mp., October 29.—The Fidelity 
and Deposit Company has just announced the 
formation of an inspection bureau, which 
divides the United States into fourteen districts 
with a man in each district who will pass on alt 
public and judicial insurance notes. 


George R. Babylon will be-in charge of the 
bureau, which in turn will be under the super- 
vision of the public officials and judicial de- 
partments. The announcement of the Fidelity 
and Deposit Company, in connection with the 
establishment of. the. new bureau, follows: 

The duties of these men are not to be cir- 
cumscribed by a strict.adherence to the inspec- 
tion of judicial and public official risks, but upon 
their efforts and initiative will depend the devel- 
opment of these two braiches of our business. 
and in aiding and assisting in all other branches 
of production not inconsisterit with the main ob- 
ject of the new ‘bureau, namely, the: inspection 
of judicial and public official risks. 

It shall be the duty of every inspector to work 
in close co-operation with the branch managers 
in whose territories he may be operating. The 
branch managers will give to each man working 
in their respective territories advice as to how 
to proceed in the matter of certain inspections,, 
and it shall be the duty of each inspector as- 
signed to a branch office territory to consult 
with the branch manager before proceeding 
into a given territory in order to ascertain if 
any help or assistance can be rendered at givem 
points to be visited by the field representative. 

The aim of this new bureau is not to cre- 
ate a new system altogether, but to improve and 
make better known to our producing represen- 
tatives in the field a service the company has. 
been rendering in the past and which it pro- 
poses to render in a more concentrated and effec- 
tive way in the future. In this way it is hoped 
that through the contacts of the inspectors the 
branch managers will in reality be brought into 
closer and more intimate contact with these 


agents, especially those in the smaller places, 


and at the same time permit the branch man- 


agers to take advantage of the policy of the 


company of allowing the men assigned to this 
bureau to be taken into their own organiza- 
tion as the’ occasion demands and the merits of 
these men warrant advancement to broader fields 
of production. 








mental objects of the National Bureau of Cas- 
ualty and Surety Underwriters as set forth in 
the Bureau constitution. 

A large measure of responsibility for saving 
the company from criticism in consequence of 


this important action rests with the Travelers. 


field organization. The company is confident of 
your ability to uphold its. position as a progres- 
sive and constructive force in casualty insur- 
ance. 


ats et cn eens 
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SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 








NATIONAL 
LIFE AND 
ACCIDENT 


INSURANCE 
fomes 1-7-4, Ba 
\. SHIELDS 4 
Weel!) 


Total claims paid 28 years ending 
December 31, 1927, $57,976,110.40 











C. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas. 


THE NATIONAL 
LIFE @ ACCIDENT INSURANCE CO. 


Home Office, National Building 
NASHVILLE - - = TENN. 








Provident Mutual 


Life Insurance Company of Philadelphia 
Pennsylvania Founded 1865 *° 





Since premiums were much reduced January 1, 
1927 the average premium per policy has been 
increased owing to a larger average policy. 


The new dividend scale, in effect January 1, 
1928, shows on the average a greatly reduced 
cost to the policyholder, which should enable 
the Provident agent still further to increase 
his production and the size of the policy sold. 























“FRIENDLY SERVICE’ 


Over 2500 Agents in 42 States have CENTRALIZED 
their CASUALTY and SURETY business to the extent 
of over THREE and ONE HALF MILLIONS in PRE- 
MIUMS. They KNOW the men who are in back of 
this successful MIDDLE WEST Company offering a 
Superior Service to Agents with Simple, Direct Methods. 


CENTRAL SURETY 
A 


SURANCE 
Fred. W, Fleming CORPORATIONL , Dennis, Hudson 


ident .P. & Agcy. Mgr. 























The 
United States Life Insurance © 
Company 
In the City of New York 
Organized 1850. Non-Participating Policies 


Only. Over 77 Years of Service to 
Policyholders 


Good Territory for personal producers, under 
direct contract. 


HOME OFFICE 
105-107 Fifth Avenue New York City 

















Home Office Building 


Jefferson Standard 
LIFE INSURANCE CO. 


has some excelleni 
territory open 


If Interested, Write 
JULIAN PRICE 


President 


OVER 
320 MILLIONS 
INSURANCE IN FORCE 

















THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


Boston, Massachusetts 
Arthur E. Childs, President 





Columbian National Agents can offer the best in 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Columbian National Policies 
make selling easier 





Policies backed by one of the very strongest companies 
in the country, having ample capital, surplus and 
highest standard of reserves. Exceptional oppor- 
tunity is offered to salesmen of character and ability. 
Communicate at once with 

Agency Department 
77 Franklin Street, Boston, Mass. 
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ACT AGAINST UNFIT 
DRIVERS 


Motor Vehicle Administrators Back 
Up Safety Resolution 





COMMEND NEW YORK ACTION 





“Save a Life” Campaign Also Wins Ap- 
proval at Virginia Gathering 


Ricumonp, Va., October 27.—Reduction of 
“the toll of property and human life to a 
minimum” is called for in resolutions asking 
that Virginia adopt laws “to rid the highways 
of unfit drivers” passed at a meeting of the 
Eastern Conference of Motor Vehicle Ad- 
ministrations in Richmond, Va., October 26 and 
27. The resolutions indorsed the National 
Safety Council’s campaign to write a law on 
the statute books of Virginia and other States 
providing for the examination and licensing of 
automobile drivers. 

A brief address in favor of the resolution was 
‘made by E. Austin Baughman, of Maryland, 
president of the association. He pointed out 
the safety council’s efforts to have these laws 
enacted and called attention to the terrific toll 
of human lives taken by automobiles annually. 
The death rate of Illinois by this cause was 
greater than in States where the drivers’ license 
law was effective. 

“With such great States as Massachusetts, 
New York and Pennsylvania daily proving the 
worth of such a law, other States should fall in 
line and help save lives,” he said. “I under- 
stand that there should be no question but that 
the law would be written on the books and 
enforced strictly.” 

Registrars of motor vehicles in States not 
having such a law were urged to study the reso- 
lution and to take it up with their respective 
legislatures when they convene again. A reégu- 
lation urged by the conference to be enforced 
was the cleaning of automobile license plates 
so that they can be read easily and also that the 
plates be placed in conspicuous places. 

The “save a life” campaign put on in individ- 
ual States of the conference under the auspices 
of the Automotive Equipment Association, which 
met in Chicago recently, was stressed by speak- 
ers. As a result of this drive in Maryland last 
year, the State was able to cut down the deaths 
in 1927 by sixteen over the total of 1926, Mr. 
Baughman said. Similar success was reported 
by other members. 

A committee was appointed to carry on a 
campaign for careful driving and mechanical 
inspection of automobiles to see that brakes, 
lights and other mechanical features are ad- 
justed to meet any emergency. This campaign 
will be held in the Southern section of the con- 
ference during the first of the year, and will 
be repeated in the Northern tier of member 
States in the late spring. 


° 


—The Hudson Casualty Insurance Company an- 
nounces the appointment of L. A. Pauze as regional 
agent at Schenectady, N. Y. 





PROFESSIONAL LIABILITY INSURANCE 
Harry Prevost Emphasizes Importance of 
Often Overlooked Line 

Battimore, Mp., October 30.—‘“‘Professional 
liability insurance is a fertile field that is gen- 
erally overlooked by insurance agents,” declared 
Harry Prevost, assistant superintendent of the 
accident and health department of the United 
States Fidelity and Guaranty Company. 

“There are 165,000 physicians and 70,000 den- 
tists in the United States and Canada. The 
majority are ethical practitioners, good risks 
which we want to secure. Not more than two 
in five have professional liability insurance,” he 
said. 

“Increase of physicians’ and dentists’ liability 
insurance has been stimulated by our advertis- 
ing in various professional publications, by im- 
proving the insuring contracts and by premium 
rate adjustments which, while protecting the 
company’s fair profit, give our clients the best 
quality of protection at normal cost. 

“All this has increased the premium volume, 
but results in many places are still unachieved 
by our local representatives. The personal 
touch is needed to sell the insurance. We know 
our complete and efficient agency organization 
offers the dual professions what some competi- 
tors cannot give or any surpass—the value of 
a dependable branch office service everywhere 
supplemented by the personal care and interest 
of the local agent.” 


W. A. McCREA RESIGNS 
Keystone Auto Official in Disagreement 

A disagreement with club official on certain 
policies of management was given by William 
A. McCrea, secretary and treasurer and gen- 
eral manager of the fire and casualty insurance 
companies owned and operated by the Keystone 
Automobile Club of Philadelphia, for his res- 
ignation. The president of the club and of its 
two underwriting auxiliaries, J. Burton Weeks, 
has announced that the executive committee re- 
quested the resignation of Mr. McCrea at a 
meeting last Friday and that the resignation was 
presented and accepted the following day. 

Mr. McCrea was formerly manager of the 
Keystone Automobile Club Indemnity Exchange 
and was made secretary and treasurer and gen- 
eral manager as well as one of the incorpora- 
tors of the two participating stock companies 
organized last May to succeed the former In- 
demnity Exchange. He was connected with 
the underwriting business of the Keystone Auto- 
mobile Club for nearly four years and before 
that was manager of the former Pennsylvania 
Indemnity Exchange, now converted into a 
participating stock company. ~ 


Joins New York Indemnity 

Albert A. Peters, recently with the Equitable 
Casualty and Surety Company, has become con- 
nected with the New York Indemnity Company, 
and will assist vice-president M. Daniel Magqin 
in surety production, having charge of the metro- 
politan territory. 

Mr. Peters commenced his insurance training 
with the National Surety Co. and later joined 
the David L. Rosston agency as manager. He 


wr 
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CHARLES E. HEATH IN 
NEW POST 


Chief Examiner of New York Depart- 
ment Joins Standard Surety 








MADE VICE-PRESIDENT OF COMPANY 





Widely Known as Authority on Casualty 
Company Reserve Requirements 

Charles E. Heath, chief examiner of casualty 
and surety companies in the New York State 
Insurance Department, has resigned as of De- 
cember 1 to become vice-president of the Stand- 
ard Surety and Casualty Company of New York, 
which was recently organized as the running 
mate of the Standard Insurance Company of 
New York. Mr. Heath, following his educa- 
tion at Union College, entered the New York 
Insurance Department in 1904 as an actuarial 





CuHartes FE. Heata 


clerk and later became an examiner and then 
chief assistant examiner. Upon the death of 
Chief Examiner Arthur F. Saxton in 1921 he 
succeeded to that position. He ha§ taken a 
particular interest in all legislation affecting 
the business of casualty and surety companies. 
He has been a member of the sub-committee 
on miscellaneous blanks of the National Con- 
vention of Insurance Commissioners and he 
published an article on the subject of required 
reserves for stock casualty and surety com- 
panies. 

In announcing that Mr. Heath was to be- 
come vice-president of the Standard Surety and 
Casualty Company, its president, Frank G. Mor- 
ris, stressed the fact that because of his broad 
experience and special training he would be a 
most valuable man for the position. 








left this connection to assume charge of the up- 
town office of the Fidelity & Deposit Co., where 
he was in charge of underwriting and develop- 
ment work. Mr. Peters leaves his present con- 
nection, the Equitable Casualty & Surety Co., 
to join the New York Indemnity Co. 
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Security Mutual Casualty Co. 
Cash Assets $9,902,640 Cash Surplus $2,710,000 


Fundamentally Right Economically Operated Financially Sound 


The largest carrier in 


the United States of 
Treaty Reinsurance and Catastrophe 
Excess Insurance on Workmens Compen- 
sation and/or Employers Liability 
All Forms of Public Liability, including 


Automobile and other Casualty Lines 


Inquiries Invited 


HENRY W. IVES & CO. 


United States Underwriting Managers 
75 FULTON ST., N. Y. Telephone Beekman 6727 


FACULTATIVE FACILITIES ON ACCIDENT & HEALTH 
BURGLARY, FIDELITY & SURETY 

















Writing Casualty Insurance 
Fidelity and Surety Bonds 





























Fa (CINK UP(jwirs tHe Q)LINCOLN) 
Question: , 








What is The Lincoln National 
Life Automatic Quota? 


* The Honor Roll: An effective, stim- 
ulating plan which agents like be- 
cause it works—and because it 
means extra profit to them. Just 
ask us. 


THE LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 


“Its Name Indicates its Character” 


FORT WAYNE, INDIANA 
Insurance in force more than $560,000,000 

















A POLICY YOU CAN SELL! 


Our Company offers complete protection 


$5,000 
ALL IN ONE POLICY 
Hemp remem OR... 5. 5 5 5a a i edt eccenens $ 5,000 
Amy accidental Gemth. .........ccseccces. 10,000 
Certain accidental deaths................ 15,000 


Accident Benefits $50 per WEEK 
for fifty-two weeks. 
$25 per WEEK thereafter 
(non-cancellable) 
Disability Income, Waiver of 

Premiums, etc. 
Also $5,000 “Preferred Risk” Policy—high value— 
low premiums; age 35, $19.91 per $1,000. Endow- 
ment age, 85—Juveniles, age 10 years and upward 
—Monthly Income—Non-medical. 
Insures and assures your client’s future and yours. 
Are you interested in an agency? Our Vice-Pres- 
ident, Eugene E. Reed, will tell you all about it. 
Write him direct—and directly. 


UNITED LIFE 
AND ACCIDENT INSURANCE CO. 


INQUIRE! 


Concord, 
New Hampshire 
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JOINS COMMONWEALTH CASUALTY 
John D. Pharaoh, 2nd, Made City Secretary 
of Philadelphia Company 

PHILADELPHIA, PENNaA., November 1.—John 
D. Pharaoh, 2nd, for the past nine years man- 
ager of the Philadelphia branch office of the 
New Amsterdam Casualty, has joined the Com- 
monwealth Casualty as city secretary, effective 
today, according to an announcement issued by 
E. W. Cook, vice-president and general man- 
ager of the Commonwealth. 

Mr. Cook said that the company’s idea was 
to strengthen the organization locally and to 
make a more intensive drive for Philadelphia 
business. Mr. Pharaoh, he said, would have 
direct supervision of all the city business. 

Mr. Pharaoh, who has been in the casualty 
business since 1907, had been asked by the New 
Amsterdam to enter the home office in an official 
capacity. He declined because his home and 
business were in Philadelphia. 

He is a former president of the Philadelphia 
Casualty Underwriters Association, of which he 
is still a member of the executive board, and 
is also treasurer of the Insurance Federation 
of Pennsylvania. 


Many Hit-and-Run Cases in Baltimore 

BattrmoreE, Mp., October 29.—Hit-and-run 
automobile cases increased 148 per cent in the 
nine months ended September 30, as compared 
with the corresponding period in 1927, accord- 
ing to a report of the Baltimore Safety Coun- 
cil. Although traffic accidents in general de- 
creased, the hit-and-run cases increased from 
240 last year to 596, with fourteen persons killed 
and 172 injured. 

The number of persons killed in all traffic ac- 
cidents decreased nearly 26 per cent. 

The total number of accidents dropped 7.6 
per cent, the report showed, and the number of 
persons injured decreased 5.47 per cent. 

The decreases resulted, the report said, ‘‘de- 
spite an appalling increase in the number of hit- 
and-run cases and heavy increases in reckless 
driving cases.” The report covered an analysis 
by the council’s statistical committee of all acci- 
dents reported by the police of the city. 


J. C. Mullen on Long Agency Tour 

J. Chester Mullen, assistant superintendent of 
the compensation and liability. department, the 
Employers Liability Assurance, Corporation 
and the American Employers Insurance Com- 
pany left to-day for a trip.to the offices of R. 
B. Jones & Sons, Kansas City, Mo.;. Ashton In- 
surance Agency, Kansas City, Mo.; Fhe Insur- 
ance Agency Company,. St. Louis, Mo. ;. Stone, 
Stafford & Stone, Indianapolis, Ind.; Thomas 
E. Hanlon, Cincinnati, Ohio, and The James & 
Manchester Company, Cleveland, Ohio. 

Mr. Mullen will confer with the various field 
representatives mentioned on various matters of 
business. 

This trip is.in accordance with the practice 
of the Employers. Group to do everything 
possible to develop among its field organization 
a Closer contact with the underwriting depart- 
ments. 


Washington Claim Adjusters’ Organize 

The Claim Adjusters’ Club of Washington, 
D. C., was organized at a meeting of Wash- 
ington insurance adjusters held at. the Hamil- 
ton Hotel in the National capital Wednesday 
evening, October 16. By-laws were adopted 
and the following officers elected for the ensu- 
ing year: President, W. L. Vermillion, of the 
7Etna Insurance Company; vice-president, Ver- 
non A. Nichols, an independent adjuster rep- 
resenting about fifty companies; secretary, 
Charles E. Pledger, Jr., of the Mutual Insur- 
ance Agency; and treasurer, David H. King, of 
the Indemnity Company of North America. 

The purposes of the club are to foster a bet- 
ter feeling among the various insurance claims 
adjusters of Washington, who of necessity must 
at times appear on opposite sides of disputed 
cases; to co-operate in the handling of claims; 
and for the interchange of experiences and in- 
formation tending to produce better results 
and a larger satisfaction generally in the settle- 
ment of all classes of insurance claims. 

The members have been meeting twice each 
month for luncheon at the Hamilton Hotel for 
about three months, prior to their formal or- 
ganization. Meetings will continue  semi- 
monthly at the Hamilton. The club numbers 
about twenty members at the present time. 


G. M. Anderson Joins Union Indemnity 
Company 

The Union Indemnity Company, of New Or- 
leans, has announced the appointment of G. M. 
Anderson as special agent for the States of 
Tenneessee and Kentucky. 

Mr. Anderson has had many years of exper- 
ience in special agency work educating agents 
in the various casualty’ and surety lines, plant- 
ing the company in agents’ offices, stimulating 
the production of new business and making in- 
vestigations in the field. He is very able in his 
line and has demonstrated his thorough knowl- 
edge and experience in field development work. 
Mr. Anderson was formerly associated with the 
Fidelity and Casualty Company of New York 
before coming to Union Indemnity Company. 
Prior to that, he was connected with the Hart- 
ford Steam Boiler Inspection Insurance Com- 
pany where his work gave him an intimate 
knowledge’ in the territory embraced by Ken- 
tucky, Southern Indiana and Tennessee. 

His. work with these two companies has been 
outstanding and his valuable experience in the 
territory makes him particularly well-fitted for 
his new duties. Mr. Anderson is no stranger 
to the territory which has been assigned to 
him as he is well-known and has a wide 
acquaintance throughout the insurance field. 


Massachusetts Agents Elect 

Boston, Mass., October 29.—The Massachu- 
setts Insurance Agents Association elected the 
following officers, at the annual meeting held 
here on October 24, for the ensuing year: 
President, H. Ward Bates of Worcester; vice- 
president, Fred R. Smith of Haverhill; secre- 
tary-treasurer, Fred A. Norton of Salem. Fif- 
teen regional vice-presidents were also elected. 
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RALPH H. FURNER GOES TO CONSTI- 
TUTION INDEMNITY 
Appointed Manager of Company, Philadel- 
phia Metropolitan Office 
The Constitution Indemnity Company of 
Philadelphia announces the appointment of 
Ralph H. Furner as manager of its Philadel- 
phia metropolitan branch office to succeed Milo 
H. Nealy, who has been appointed to a post of 
importance in the company’s agency organiza- 
tion and who will continue as an active factor in 

the company’s development. 

Mr. Furner, a native of New York State, en- 
tered the insurance business with the Travelers 
and after completing his course in the home 
office training school, was assigned to their 
Cleveland, Ohio, branch office as special agent, 
where he remained three years, when he was 
appointed manager at Columbus, Ohio. In No- 
vember, 1920, he was transferred to New Or- 
leans where he became manager for the State 
of Louisiana and two years later was made 
manager for Wisconsin with headquarters at 
Milwaukee. In 1926 he became manager at 
Rochester, N. Y., and in February of this year 
came to Camden as manager for Southern New 
Jersey, from which position he comes to the 
Constitution Indemnity Company. 


To Manage New York Office of Alliance 
Casualty 

Frederick B. Hollister, assistant secretary of 

Minner & Yoost, Inc., New York city general 

agents of the Zurich General Accident and Lia- 


‘bility Company, has resigned and will become 


manager of the New York city branch office of 
the Alliance Indemnity Compnay of Philadel- 
phia when that company is admitted to New 
York State. The Alliance Indemnity was re- 
cently organized under the laws of Pennsyl- 
vania by interests in control of the Insurance 
Company of North America. It will probably 
be a running mate of the Alliance Insurance 
Company, which is controlled by the same in- 
terests. It starts with a capital of $10,000,000 
and a paid-in surplus of the same amount. 

Mr. Hollister has been with the Minner & 
Yoost agency and its predecessor since the, office 
commenced its representation of the Zurich in 
this territory and he is widely and favorably 
known in insurance circles. 


Goes-to California 

PHILADELPHIA, Penna., October 29.—Gilbert 
V. Chandler, Jr., for the -past several years 
industrial agency superintendent and superin- 
tendent of the industrial department of the Gen- 
eral Accident, has been appointed district man- 
ager of the company’s San Francisco agency 
with jurisdiction over Northern California, the 
company announced today. The San Francisco 
agency is the second largest of the General Ac- 
cident in volume of industrial premium collec- 
tions. 

Prior to coming with the General Accident, 
Mr. Chandler was superintendent of the com- 
mercial accident department of the Massachu- 
setts Bonding. 
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THIS NEW BOOK—NOW READY 


What About Accident 
and Health 


Insurance? 


Do you know what it is? Are you famil- 
iar with its basic policies? Do you know its 
underwriting factors? Do you realize the 
opportuinty it offers salesmen? Can you seli 
it intelligently? Do you know how and why 
it is highly profitable to companies, agents 
and brokers alike? All these and many 
other questions are answered in the new 


book by Armand Sommer called 


Manual of Accident and 
Health Insurance 


This book is far and away the most com- 
prehensive text production on this subject 


ever issued. It describes the business min- 
utely from all angles and tells the salesman 
exactly how to canvass for accident and 
health policies, how to make the sale, how to 
answer prospects’ objections and how the line 
can be used as an opening for other forms of 
indemnity. Everything the production man, 
home-office or field, needs to know about ac- 
cident and health insurance is in this new 
book and every phase of the business. is ac- 
curately, logically and concisely detailed. 


Price $3. 
Discounts in Quantity Orders 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Growth | 


Reassuring to the agent is the knowledge 
that the company with which he is a co- 
worker is moving forward year by year — 
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Reassuring to the agent for P.F.&M. is 
the sound, consistent growth that marks 
his company’s history. 


PHILADELPHIA 
FIRE and MARINE 
INSURANCE COMPANY 


HEAD. OFFICE 
1600 Arch Street, Philadelphia 
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THE. CONSERVATION OF HUMAN LIFE—THE NA- 
TION’S GREATEST ASSET—IS FULLY DISCUSSED IN 


HEALTH & WEALTH 


A New and Comprehensive Survey of the 
Economics. of World Health 


By Louis I. Dublin, Ph.D. 


Statistician, The Metropolitan Life Insurance Company. 


The eminent investigator and statistician named, in this. entertainin 
and informative volume of 361 pages: presents: the results of years of 

regarding the losses through sickness and death, and also 
describes measures and movement instituted to counteract such 
rage The principal topica treated are shown. by the following chap- 
ter titles: 


The Economics of World Health 
The Cost of Medical Service 

What It Costs to Neglect Qur Children 
The Problem of H Disease 

The Problem of Tuberculosis 

The Chance of Death from Cancer 
The. Problem of Old Age 

The Great American Family 

Qn the True Rate of Natural Increase 
Birth Control and the Pepulation Question 

The Education of Women for Home-Making and Careers 
iats, Death. and the Negro 

Hea. of the Workers 

Has Prohibition Improved the Public Health? 

The Possibility of Extending Human. Life 


This work is a valuable one for insurance men, physicians, public 
health workers and social workers. 


PRICE, $3 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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PILOT LIFE INSURANCE COMPANY 
Greensboro, N. C. 


This magnificent home office plant, complete to the last detail, was designed and equipped 
to give the maximum of comfort and health for the staff and the maximum of efficiency for 


the business. 
This forward step, in Pilot’s 25th Anniversary Year, means also that there are unusual 


opportunities presented men of general agency calibre to press on to greater things as Pilot 
representatives. Send for a picture story of Pilot’s new home, together with facts regarding 
territory available. 


PILOT LIFE INSURANCE COMPANY 


‘ Greensboro, N. C. 
A, W. McAlister, President T. D. Blair, Agency Mgr. 
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INSURANCE STOCKS 


The following quotations, as of October 29, 
1928, are from reliable houses, and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of THE 
Specrator will endeavor to supply the data: 


Bid Offered 
American Alliance 
Arthur Atkins & Co., N. Y......... 
American Equitable 660 690 
Henry G. Rolston & Co., N. Y..... 
American Insurance Co. of aeons 36 37 
Arthur Atkins & Co., N. Y......... 29 30 
Miliken & Pell, Newark, N. J....... 29% 29%% 


J. S. Rippe!l & Co., Newark.. 


L. A. Hollander & Co., . Newark. Sonn 


294% 2934 
30 


Gilbert Eliott & Co., N. Y. 29% 30 
American Reserve Ins. Co. 
J. Roy Prosser & Co., N. Y........ 85 88 
Gilbert Eliott & Co., N. ¥. C....... 83 88 
American Salamandera 
Henry G. Rolston & Co., N. Y..... 78 80 
American Surety 
Lewis & Co., Hartford.......... 265 275 
Bankers & Shippers 
Arthur Atkins & Co., N. Y..... ae 530 570 
Gilbert Eliott & Co., N. ¥. C....... 520 570 
Bankers Indemnity (Newark) 
Miliken & Pell, Newark, N. J....... 22 23 
J. S. Rippel & Co., Newark....... % 22 2234 
L. A. Hollander & Co., Newark..... 22 23 
Baltimore-American 
J. Roy Prosser & Co., N. Y........ 95 98 
Henry G. Rolston & Co.,N. Y..... 94 97 
Gilbert Eliott & Co., N. Y.C....... 95 98 
“os Fire 
enry G. Rolston & Co., N. Y..... 108 112 
cote Fire 
Arthur Atkins & (ae Ss 30 31 
McKinley & Co., N. Y............ 29 31 
Morley, Wood & a, | re 291% 30% 
L. A. Hollander & Co, Newark..... 30% 314% 
Gilbert Eliott & Co., N. Y. C....... 29% \Yy 
Carolina Insurance 
J. Roy Prosser & a Raed 61 64 
Arthur Atkins & Co., N. Y......... 88 62 
Chicago F. & M. 
Charles Sincere & Co., Chicago. .... 16 18 
wet 4 of pM ey 3 ins. ss 
rthur Atkins “Sn 585 600 
Commercial Cas. Ins. Co. 
Miliken & Pell, Newark, N. J........ 52% 54 
J. S. Rippel & Co., Newark..... ee 52 5314 
Gilbert Eliott & Co., i. oy een 51 54 
Constitution Ind. Co. 
Morley, Wood & Co., Phila. 33 36 
Continental Assurance 
Charles Sincere Co., Chicago........ 95 98 
Continental Cas. 
Charles Sincere & Co., Chicago., ... 72 75 
Continental Ins. Co. 
Lewis & Co., Hartford............. 86 
Eagle Fire (Newark) 
J. S. Rippel & Co., Newark........ 90 95 
Gilbert Eliott & Co., N. Y. C....... 90 94 
Excess Ins. Co. of America 
Gilbert Eliott & Co., N.Y. C........ 19 21 
Fidelity- Phenix 
Lewis & Co., Hartford... . 92 94 
Fidelity and Casualt 
Arthur Atkins & = | 5h, Re 202 208 
J. Roy Prosser & Co. eee oe 207 210 
Gilbert Eliott & Co., N. ¥. C....... 205 210 
Fire Assn. of Philadelphia 
Morley, Wood & Co., N. Y........ 48 49 
Firemen’s Insurance Co. of Newark vey d 
Miliken & Pell, Newark, N. J....... 4514 4614 
Henry G. Rolston & Co., oe 45% 6 


J. S. Rippel & Co., Newark......... 4534 

L. A. Hollander & "Coz Newark...... 45 

Arthur Atkins & Co., N. Y:......... 45 

Gilbert Eliott & Co., N. Y.C........ 45 
Franklin Fire 

Arthur Atkins & Co., N. Y.......... 405 
Glens Falls 

Arthur Atkins & Co., N. Y.......... 61 

J. Roy Prosser & Co., N. Y.......-. 62 

Lewes & Cé., Oren... < oe sccecs 62 

Gilbert Eliott & Co., N. Y.C........ 62 


Globe & Rutgers 


Lewis & Co., Hartford.............. 2850 

Gilbert Eliott & Co., N. V.C........ 2880 
Great American Ins. Co. 

L. A. Hollander & Co., aa * ae paver ccs 4916 

J. Roy Prosser & Co., N. Y......... 4816 

Arthur Atkins & Co., N. . Sang Pea ae 48 





Lewis & Co., Hartford..........-- t. 48 

Gilbert Eliott & Co., N. ¥.C........ 48 
Guardian Fire Assn. Corp 

Henry G. Rolston & Co.. STM wie sar0:0 150 
Hanover Fire (ex stock div.) 

Arthur Atkins & Co., N. Y 72 

Lewis & Co., Hartford ere 72 

Gilbert Eliott & Co., N. ¥.C 72 
Halifax Fire (ex rights) 

Perez F. Huff & Co., _o 7 bu arelareleyecend?s 42 

J. Roy Prosser & Co. See aremreen 42 
Harmonia Ins. Co. 

J. Roy Prose @ Can Ne 0.00805 75 

Arthur Atkins & Co., N. Y.........-. 73 

Henry G. Rolston & Co., SS re 7 
Home (N. Y.) ex Home Sec. Co. 

J. Roy Prosser & gt er 550 

a PO 5 Re ere 540 

Gilbert Eliott & ce, +o da, (ee 545 

Lewis & Co., Hartford.............. 545 
Hudson Cas. Ins. Co. i. 

Te ci 2 OS | Oe | ae re 11 
Importers and or og 

Arthur Atkins & Co., N. Y.......... R8 

Gilbert Eliott & Co., N ¥. _ Rae 89 
Independence Indemnity , 

Morley, Wood & Co., Phila......... 23 

Perez F. Huff & Co., N. Y.......... 23 
Independence Fire Ins. Co. 

Morley Wood & Co., Phila......... 19 
Ins. Co. of North America : 

Morley Wood & Co., Phila......... ‘76 

Lewis & Co., Hartford.............. 77 
Maryland Casualty 

SCWIB AE CO., TAMPELOLN. oo. s'0:00 oo 2 - 158 

Gilbert Eliott & Co., N. ¥.C........ 157 
Merchants Fire Ins. Co. 

Arthur Atkins & Co., N. Y.......... 425 
Milwaukee Mechanics , 

Arthur Atkins & Co., N. V.......... 45 

Henry G.-Rolston & Co., oy ree 46 

Gilbert Eliott & Co., N. eae 45 
Missouri State Life F 

Arthur Atkins & Co., N. Y.......... 115 

Perez F. Huff & Co., "New York...... 112 
National Liberty 

Henry G. Rolston & CogN: Vis. 6 5.. 131. 

J. Roy Prosser & Co., N.Y.......-. 131 

. National Surety 

BEcRaaiey te Ns0, NY vciiwies acces: 300 

Lewis & Co., Hartford.............. 297 
National Union ? 

J. Roy Prosser & a Cee aoe 338 

Gilbert Eliott & Co., N. ¥.C........ 340 
New Amsterdam 7" 

McKinley & Co... N. V..,.........- 72 

Gilbert Eliott & Co, N. ¥.C... 2.12 73 
New Jersey Ins. Co. ; 

J. S. Rippel & Co., Newark...... oe 66 
New York Casualty Co. 

J. Roy Prosser & Co.,N.Y......... 9214 

Lewis & Co., Hartford.............. 92 

Gilbert Eliott & Co.,N. V.C,....... 91 
New World Life 

Charles Sincere & Co., Chicago. ..... 15 


464% 
4 


560 


595 


92 
92 


25 
25 


21 


79 
80 


163 
162 


440 
48 
47 


118 
115 


133 
134 


305 
302 


348 
350 

















Niagara Fire 

Lewis & Co., Hartford.............. 137 142 
North River Ins. Co. 

Arthur Atkins & Co., N. Y.......... 324 332 
Pacific Fire 

Henry G. Rolston & Co., N. Y. 165 180 
Peoples National 

J. Roy Prosser & Co., N. Y......... 68 71 

Henry G. Rolston & Cae NEw. oy. . 67 69 
Philadelphia National Fire’ 

Morley, Wood & Co., Phila......... 27 28 
Presidential F. & M. 

Charles Sincere & Co., Chicago...... 29 
Public Fire Ins. Co. 

J. S. Rippel & Co., Newark... .s.00%.- 274% 28 
Reliance Fire ie 

Morley, Wood & Co., Phila......... 25% 2614 
Republic Fire, Pittsburgh (ex (ex tights) 

Henry G. Rolston & Co., N. Y.....- 37 40 
Republic Fire, Pittsbur: h, “pitts i 

Henry G. Rolston & Co., N. Y. C.... 2% 3 
Security Ins. Co. of New heal 

Arthur Atkins & Co., N. Y.......... 124 130 
St. Paul F. & M. Ins. Co. 

J. Roy Prosser & Co., N. Y.......-> 210 213 

McKinley & Co., N » Cis fealhgae RGRA 210 215 
Southern Surety 

Perez F. Hae & Co., Ne V o.0<..00ie0-+ 3744 39 

Gilbert Eliott & Co., N. Y.C....... 39 40 
Stuyvesant 

y. Roy Prosser & Co., N. Y......--- 305 312 

Arthur Atkins & Co., N. Y.........-- 307 312 

Ky sat nga & Co., EEE. 5 5.002. 300 310 
Sun Life Assn. 

ioe OZ 6) oT ene 2000 2100 
U. S. Fire Ins. Co. 

Henry G. Rolston & Co., N. Y...... 109 112 

J. Roy Prosser & Co., N. Ds Sr ak sans 109 111 

Lewis & Co., eee ead sca elas ecwsorare's 109 112 
Universal Ins. 

Arthur Atkins % OLSEN. BS. OR ees 78 82 
United States Merchants & Shippers 

J. Roy Prosser & Co.. N. V......--- 450 465 

Henry G. Rolston & Co: N. Ys. 450 460 
Victory Insurance Co. 

Morley, Wood & Co., rene eee 25 27 
RRO 
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NEWARK 


INSURANCE 
STOCKS 


9 Clinton Street 
NEWARK, N. J. 


Newark Phone N. Y. Phone 
Market 0873 








MILLIKEN & PELL 








Bowling Green 6489 


























J. S. RIPPEL & CO. 


Dealers in 
Newark Bank, Insurance 


and Title Stocks 


Municipal and 
Public Service Corporation 





FOR INVESTMENT 





American Equitable 
Peoples National 


Milwaukee-Mechanics 
National Fire 


BANK & INSURANCE STOCKS 





WE RECOMMEND 


Westchester 


National Surety 





Securities 





18 Clinton St. Newark, N. J. 
Established 1891 











Eagle Fire 





HENRY G. ROLSTON & CO. 


30 Broad Street 
New York City 
Phone: Hanover 1114 


























McKINLEY & COMPANY 


Members New York Stock Exchange 


44 Wall Street 
New York City 


Beekman 1663 




















30 











November 1, 1928 


THE SPECTATOR 


Miscellaneous Insurance 








Virginia F. & M. 


Arthur Atkins & Co., N. Y.......... 125 135 

J. Roy Prosser & Co., N. Y......... 128 135 
Westchester Fire 

Whemmies & Ca. Ws Winco oidcisivcces:. 96 98 

Arthur Atkins & Co., N. V.......... 93 95 

J. Roy Prosser & Co., N. Y......... 95 97 


HARTFORD STOCKS 


Aetna Casualty and Surety 


Conning & Co., Hartford............ ies 1150 

Lewis & Co., Hartford.............. 1130 1150 
Aetna Insurance (Fire) 

Conning & Co., Hartford............ 875 885 

Lewis &'Co., Hartford .......0.00003. 875 885 
Aetna Fire (rights) 

Conning & Co., Hartford............ 264 267 
Aetna Life Ins. Co. 

Conning & Co., Hartford............ 860 870 

Mews. & Co. Fiastloed. oo c'oicc0<c05s 860 870 
Automobile Insurance 

Conning & Co., Hartford............ 430 ees 

Lewis & Co., Hastfotd......0cccce: 430 440 
Conn. General Life 

Conning & Co., Hartford............ 1700 1760 

Lew: & Co.; TA... 65 6 vcceccccs 1720 1750 
Hartford Fire 

Conning & Co., Hartford............ 825 835 

Lewis & Co., Hartford........0...0- 825 835 
Hartford Steam Boiler 

Conning & Co., Hartford............ 730 760 

Rew & Co., Hartlord.......00cc00s- 730 760 
National Fire : 

Conning & Co., Hartford........... 1100 1125 

Lewis & Co., Hartfotd. .... 2.6.00. 100 1125 

Henry G. Rolston & Co., N.Y. C.... 1145 1170 
Phoenix Insurance 

Conning & Co., Hartford........... §800 815 


Lewis & Co., Hartford.............. 800 815 
Travelers Insurance (ex rights) 


Conning & Co., Hartford............ 1565 1585 
Lewis & Co:, Hastlotd. ....cccacccce 1565 1585 
NEW ENGLAND STOCKS 
American Investment Securities Co. 
Chas. A. Day & Co., Inc., Boston... . 22 25 
Boston Casualty 
Chas. A. Day & Co., Inc., Boston... . 15 20 
Boston Insurance 
Chas A. Day & Co., Inc., Boston... 1175 1250 
Capitol Fire Ins. Co. 
has. A. Day & Co. Inc,. Boston 
RMUENNI oo cic as a's as comierelnroaiees se-2 95 
CMMI ois 5g a aioe cohexeeree ese 285 
Columbian National Life Ins. Co. 
Chas. A. Day & Co., Inc., Boston.... 415 425 
Mass. Bond. & Ins. Co. (new) 
Chas. A. Day & Co., Inc., Boston.... 515 550 
Mass, Title Ins., Pfd. 
Chas. A. Day & Co., Inc., Boston... . 25 35 
New England Fire 
Chas. A. Day & Co., Inc., Boston... . 50 55 
New Hampshire Fire 
Chas. A. Day & Co., Inc., Boston.... 500 550 
Old Colony Insurance 
Chas. A. Day & Co., Inc., Boston.... 275 
Providence--Washington 
Chas. A. Day & Co., Inc., Boston.... 700 750 
Springfield Fire and Marine (new) 
Chas. A. Day & Co., Inc., Boston.... 200 215 
United Life and Accident Ins. Co. 
Chas. A. Day & Co., Inc., Boston.... 33 38 


New Life Committees 
(Concluded from page 11) 

National Councillor in U. S. Chamber of 
Commerce—Franklin W. Ganse. 

Convention Program—J. Elton Bragg, chair- 
man; William M. Duff, Chester O. Fischer, 
Clay Hamlin, John C. McNamara, Robert M. 
Ryan and John A. Stevenson. . 

General Convention—Edward S. Brashears, 
chairman; P. M. Fraser, Ernest W. Owen, 
Fred G. Pierce, Leonard O. Spaulding and J. 
Wibert Spence. 

By-Laws—Charles C. Gilman, chairman; M. 
J. Dillon, R. F. Lawton, H. O. Wilhelm and 
Gustave Wuerth. 

Resolutions—Chester O. Fischer, chairman; 
J. Stanley Edwards, William Goldman, Maurice 
H. Stearns and Leon A. Triggs. 








“The Insurance Man’s Restaurant” | 


46 GOLD STREET 


Between Fulton and John Streets 
New York City Phone Beekman 9991 

















SEES NEED FOR LEADERS 


Hugh D. Hart Thinks Life Insurance 
May Be Behind Times 








VISIONS BIGGER AGENCIES 





Penn Mutual’s Vice-President Gives Ideas 
as to Agency Building 

PHILADELPHIA, PENNA., October 30.—The 
“new competition,” which in the next twenty- 
five and fifty years will find big business fight- 
ing not themselves but for their share of the 
consumer’s dollar, will find the life -insurance 
business falling out of step, decadent, unless it 
organizes, adopts modern business methods used 
by big manufacturers and develops a grade of 


‘leadership capable of building great agencies. 


This, in a nutshell, was the main message 
delivered by Hugh D. Hart, vice-president of 
the Penn Mutual Life, at the second luncheon- 
meeting of the Friendly Conference of General 
Agents, Managers and Superintendents of the 
Philadelphia Association of Life Underwriters. 

The future of the business, he said, would 
find a competition of ability and leadership. 

“I believe,” he told his audience, “that the 
day of the small agency, headed by small caliber 
men, is passing.” 

He went on to point out that twenty-five $1,- 
000,000 agencies cost the companies more than 
one $25,000,000 agency. And, he added, in the 
event of the death of the general agent of 
one of the $1,000,000 agencies, the company 
would have a hard job finding someone to suc- 
ceed him for it would not have anything worth- 
while to offer to a high caliber man. 

Mr. Hart’s subject was “Building an Agency.” 
He began by saying that the subject was one 
on which everyone differed. He said there 
were two classes of general agents—those who 
believed they had the only system and those 
who believed that the other companies had tie 
best system. 

He went on to remark that he thought that 
there were certain great changes coming in 
the business. He declared that he thought it 
wrong to be bearing down on the volume of 
business. 

“The company that bears down on volume is 
beginning its expansion in the wrong direc- 
tion,” he asserted. 

He declared that the companies and generai 
agents should insist on the building of man- 
power for “if manpower is properly built, vol- 
ume takes care of itself.” 





International Council—J. Newton Russell, 
chairman; John W. Clegg, Niel D. Sills, W. 
Lyle Reid, J. J. McSweeney and E. Morwick. 

Senior Council—J. Stanley Edwards, chair- 
man; L. Brackett Bishop, Ernest J. Clark, John 
William Clegg, John Dolph, A. O. Eliason, 
Frank L. Jones, Frank E. McMullen, Julian S. 
Myrick, Henry J. Powell, Lawrence Priddy, 
John Newton Russell, Jr., Charles W. Scovel, 
John L. Shuff, Neil D. Sills, Jonahtna K. 
Voshell, Graham C. Wells and Hugh M. Wil- 
let. 
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This system, he said, is being employed by 
the Penn Mutual and the company this year 
will have the greatest year in its history. 

“IT believe,’ he said, “in supervision by ideas 
and ideals.” 

He then illustrated the similarity between 
a man buying stock and a general agent. The 
latter, he pointed out, owns stock in the man- 
power of his agency and has a direct money 
interest in improving the man power of his or- 
ganization. 


Prominent Patrons of Life Insurance 

“T have now in use one issued in 1923 which 
has rendered me many a good service.”— 
LEONARD AUSTIN, Tapachula, Chris, Mexico. 








By Leonard R. Bissell, Vice-President 
Armstrong, Roth, Cady Co., Inc. 
Buffalo, N. Y. 


The soliciting and selling of Surety bonds is a 
pleasant and most profitable business, if carried on 
under the proper conditions, the major condition 
being an affiliation with a Surety Company having 
the proper qualifications. These qualifications are, 
—strength, size, rapidity of service, and a sym- 
pathetic understanding of the business problems 
of each particular agent in the field. The National, 
having these qualities, I believe, to the greatest 
degree, would be my choice were I again entering 
the Surety field. 


In addition to the above reasons there is 
a still more vital reason why I would choose 
the National, and that is, on account of the 
personnel of the executive staff at the Home 

ffice. These are the men with whom you 
are constantly in contact. These executives 
have it in their hands to make your business 
career pleasant and profitable or, through 
misunderstanding and failure to cooperate, 
may make it quite the opposite. 


Chairman William B. Joyce and President 
Edward A. St. John have built up an organ- 
ization of exeeutives and underwriters that, 
first of all, has a keen friendly interest and 
a desire to cooperate with every agent in the 
field. The present size and strength of the 
National Surety Company is the direct an- 
swer to the kind and sympathetic attitude of 
the Home Office to the agent and the willing- 
ness always to give him an even break. 

If you are desirous of a Surety connection 
and a National Surety Company Agency is 
offered to you,—take it. It is exceedingly 
valuable. 

If you’d like to know more about National 
Surety Company service and would like to 
find out if we have an opening in your town. 
clip this ad, attach it to your letterhead and 
send to 


NATIONAL SURETY COMPANY 
World’s Largest Surety Company 
115 Broadway New York 
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Complete Surrender Value 


READY RECKONER 


Term Extension Net Premiums for all Periods of Years and Days Com- 
plete from Age 15 Upwards; Also for All Yearly Intervals for Ages O-15; 
Reciprocals of Single Premiums for Life Insurance, Endowments and 
Pure Endowments American Experience 344%. 


By FACKLER & BREIBY, 


Consulting Actuaries 


This valuable new work contains all necessary factors for calculating paid-up values and term 
extensions. The term extension tables entirely eliminate the mechanical operations of calculation 
for attained ages 15 and upwards. 


The period of extension or the single premium equivalent to such period of extension is found at a 
glance. 
Net single premiums for term insurance are shown for all possible 
periods of years and days for all ages attained 15 and upwards; also 
The needed tables of reciprocals for $1.00 of life insurance, endow- 
ment and pure endowment. 


INDISPENSABLE FOR CALCULATING PAID UP VALUES AND TERM 
EXTENSIONS 


This book saves time and work and insures greater accuracy. 
Branch offices and general agents having this book may eliminate much correspondence concerning 
adjusted term extensions and paid-ups or their cash equivalents. 


The tables are arranged primarily by age and the age and years covered, as well as the lowest and- 
highest single premiums appearing on the page are printed in the upper outside corner of each page, 
thus helping to quick reference. 


Reciprocals are given of single premiums for life insurance, endow- 
ment and pure endowment. 


Following the Term Extension Tables are the Reciprocals per $1.00 of premium for life insurance, 
endowment and pure endowment for the same ages and year-periods. 


These tables provide factors for calculating paid-up values by a single multiplication; cash equi 
valent values of such paid-ups are found by a single division. 


COMPLETE SURRENDER VALUE READY RECKONER 


is an exceptionally indispensable work for actuaries, branch offices and general agents. This large 
handsome volume, printed on clear white heavy quality of paper, contains over 800 pages, measure- 
ment 914 x 1214”. The millions of figures in the book are printed by offset process and stand out in 
bold relief, readily and invitingly appealing to the eye. 

The standard actuarial works in four volumes, ILLINOts STANDARD TABLES, are probably the hand- 
son.est mathematical books in point of quality of paper, letter-press and binding that have ever been 
published either on this side or the other side of the Atlantic. The binding for ComMPLETE SURRENDER 
VALUE READY RECKONER is similar to the binding of the other actuarial volumes referred to. The 
new book has durable leather back and corners and attractive cloth sides, the binding thus being sub- 
stantial for insuring long life while being continuously used for reference purposes from day to day. 

Send for complete circular containing more elaborate description and also containing sample page 
of Term Tables, which is the important labor-saving feature of the book. 

The value of this publication to life companies, actuaries, branch offices and general 
agents is so pronounced that all interested are urged to place their orders promptly for 
the number of copies which can conveniently be used throughout their organizations. 


Price per copy, Fifty Dollars 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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Has Fire Insurance Contributed to the Economic 
and Social Development of Peoples? 


By Dorotuy A. Hoot 


Consolidated Gas, Electric Light and Power Company of Baltimore 


ForEworD 

N approaching the study of a subject as to 
I its beneficial effects on mankind in general, 

it is necessary to apply to it some test or 
measure as a standard which it should attain 
if it is to be judged worthy of designation as an 
aid or impetus to the advancement or develop- 
ment of society. It is intended in this paper 
to present certain facts bearing on the rela- 
tionship of fire insurance to the economic and 
social growth of mankind, so that when the 
test or measure is applied, the result will prove 
conclusively that fire insurance has contributed 
to the economic and social development of 
peoples to such an extent that it has become 
an essential factor in the advancement of the 
human race. 


. Economic ASPECT 

Economics and social development, since they 
- are so closely interrelated, must progress pari 
passu. In his book, “Practical Economics,” 
Henry P. Shearman defines economics as “that 
science which treats of man’s efforts to pro- 
vide himself with food, clothing, shelter, and 
whatever else he deems essential to his wel- 
fare. It is concerned with business activities 
and institutions; hence it is the science of busi- 
ness.” Economics is a social science, since its 
subject matters is not wealth or business alone, 
but rather mankind in the production, ex- 
change, distribution, and consumption of wealth. 
Planning for better business conditions should 
be imbued with a social purpose; otherwise pub- 
lic interest will be affected adversely and the 
courts will be forced to take cognizance of ac- 
tions inimical to the public welfare. It is true 
that the motivation of business is personal or 
private profit; nevertheless, success usually is 
obtained only by rendering service to society. 

The modern economic process of business is 
fraught with risk and uncertainty, and fire is 
one of the physical hazards which threaten the 
product of industry. A method of obtaining 
protection for loss through risks of business, 
especially the loss by fire, is through a diffu- 
sion of the burden of the risks,—fire insurance. 
The individual, joining with a large number of 
others, pays a relatively small amount into a 
fund or reserve. It is true that those who suf- 
fer no loss profit least, and pay for the greater 
losses of the sufferers; still, the actual risk is 
borne by the individual, although the financial 
loss is diffused among the many. 








The accompanying article is the first 
of two installments of a thesis submitted 
by Miss Hoot for a fellowship in the In- 
surance Institute of America. She is the 
first woman to have won such an honor. 
Miss Hoot is unusually well educated. 
She is a graduate of Baltimore City Col- 
lege and the Eaton Burnett Business 
College. She studied economics for two 
years at Johns Hopkins, later continuing 
these studies at Cornell University. She 
has also successfully completed the fire 
insurance course of the Insurance Insti- 
tute. She completed last June the first 
year of a four-year course in law at the 
University of Maryland. 

Meantime Miss Hoot has, for the past 
eight years been employed in the insur- 
ance and safety department of the Con- 
solidated Gas, Electric Light and Power 
Company of Baltimore, having been as- 
sistant to the supervisor during the last 
five years. 

Miss Hoot’s paper shows a remarkable 
insight into the value of fire insurance. 
The second installment will appear in an 
early issue —Epitor’s Note. 











Since man is naturally adverse to subjecting 
himself to the uncertainty of risk in economic 
activity, production and distribution are to that 
extent hampered and the development of so- 
ciety impeded. When these deterrents are re- 
moved, by a guarantee that the potential fire 
loss will be assumed, freedom from care stimu- 
lates production to increase rapidly. 


INSURANCE DEFINED 

Insurance is defined in “The Economic 
Theory of Risk and Insurance,” by Allan H. 
Willett, page 106, as “that social device for 
making accumulations to meet uncertain losses 
of capital which is carried out through the 
transfer of the risks of many individuals to 
one person or to a group of persons.” The 
benefits and service of insurance to society 
could scarcely be better expressed than by the 
tribute paid it by a French jurist, as quoted by 
C. A. Ludlum, in an address before the Cham- 
ber of Commerce of the United States, in May, 
1927; “Insurance may justly be deemed one of 
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From 
a lofty height it surveys and protects the com- 
merce of the world. It scans the heayens; it 
consults the seasons; it interrogates the ocean, 
and regardless of its terrors or caprice, defines 


the noblest creations of human genius. 


its perils and circumscribes its storms. It ex- 
tends its cares to every part of the habitable 
globe; studies the usage of every nation; ex- 
plores every coast; sounds every harbor. 

“To the science of politics it directs a sleep- 
less attention; it enters the councils of mon- 
archs—watches the deliberation of statesmen, 
weighs their motives, and penetrates their de- 
signs. Basing upon these vast materials its skil- 
ful calculations, and sure of the result, it thus 
addresses the hestitating subject: ‘Dismiss your 
anxiety and fear; there are misfortunes that 
humanity may deplore but cannot prevent or 
alleviate: such are not the disasters you dread. 
Trust in me and they shall not reach you. 
Summon all your resources, put forth your 
skill, and with unfaltering courage pursue your 
avocation. Succeed, your riches are enlarged; 
fail, they shall not be diminished, for my wealth 
shall supply your loss. Rely on me, and for 
your sake, at my bidding, the arm of your 
enemies shall be paralyzed, and the dangers of 
the ocean or the land shall cease to exist.’ The 
merchant listens, obeys, and is rewarded. Thou- 
sands follow his example, and the quarters of 
the world approach each other, and are bound 
by the permanent ties of mutual interest and mu- 
tual benefits.” 


HisTorY AND ORIGIN OF INSURANCE 


The origin of insurance is lost in the mists 
of antiquity. It has been said that insurance 
had its incetpion when Joseph hoarded the grain 
in the lands of Egypt against a period of want. 
F. C. Haines in his “Chapters of Insurance His- 
tory,” page 2, says: “If we want a remote 
example nearer akin to our modern conception 
of the meaning of the word ‘insurance’ we can 
turn to India, where it is recorded in the ‘In- 
stitutes of Mana’ which were compiled some 
time before the Christian Era, that in estimating 
the tax to be levied’ on the trader some con- 
sideration should be given to a well known 
charge in the transit of goods for securing the 
goods carried. Here we have a payment made 
for security, the security of insurance.” Down 
through all the various periods of civilization 
some such trace of insurance may be found. 
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The guilds of the 11th, 12th, and 13th centuries 
had an arrangement whereby a fellow member 
was recompensed for loss by fire or from other 
causes. Each member necessarily contributed 
to the treasury of the guild. 

Marine insurance is usually considered as 
the earliest form of insurance, according to th 
modern concept of the term. As the Christian 
Church forbade money lending at interest, on 
the ground that it was taking advantage of 
another’s misfortune, the ‘Jews were the only 
money lenders and loaned at usurious rates. 
With the banishment of this race from Eng- 
land in 1290, the Lombards, wealthy Italian 
merchants, took up residence in England and 
became the first bankers. Through this ex- 
pansion of capital commerce began to develop, 
and with it the necessity for protection of cap- 
ital exposed to hazard, especially that of the 
sea, assumed greater importance. Again re- 
ferring to Mr. Haines’ history, mention is made 
of a Greek papyrus dated 236 A.D., in which 
it is said an unnamed vessel, carrying a cargo, 
was insured. There is an authentic document 
of 1572 which shows a form of marine insur- 
ance, somewhat different, however, from pres- 
ent practice. 

It was not until after the great London fire 
of 1666 that: fire insurance existed on a com- 
mercial basis. In August, 1667, Nicholas Bar- 
bon set up in London an office for the insuring 
of houses against loss or damage by fire. Rich- 
ard Povev early in 1700 offered to insure per- 
sonal property, in addition to homes, and his 
office was later taken over by the Sun Insur- 
ance Office, a company still in existence. Rates 
for. insurance were based on the value of the 
house, obtained by assuming the value to be 
equivalent to ten annual rents, and the rates 
were practically %4 of 1. per cent for brick 
houses, and % of 1 per cent for frame houses. 
Insurance was written on a term basis,—seven 
years for five annual premiums, eleven years for 
seven annual premiums, and thirty-one years 


for eleven annual premiums. Other companies 
were organized soon after the first two above 
named, especially on the mutual plan. Even 
the city of London embarked on a plan of 
municipal fire insurance. 

Insurance in the United States had its origin 
with the organization of a company, known as 
the Philadelphia Contributionship, in Febru- 
ary, 1752, and another called the Mutual As- 
surance Company. The latter was_ better 
known as the Green Tree Company, from the 
mark affixed to houses which it insured. In 
1794 the Insurance Company of North Amer- 
ica was formed and it still exists. Several 
of the London companies had offices in this 
country, but in 1810 an act was passed in Penn- 
sylvania barring these companies, and other 
States followed this precedent. The ban was 
lifted in 1848, and the foreign companies now 
do considerable business in this country and 
elsewhere. 


INSURANCE AND THE INDUSTRIAL 
REVOLUTION 

The economic and social condition of peoples 
began to change about the middle of the seven- 
teenth century, and to the student of economics 
it is clear that the great London Fire and the 
birth of fire insurance had a powerful influence 
in the industrial revolution which followed. 

This industrial revolution changed the 
whole character and organization of industrial 
society through the economic adjustment which 
gradually took place. There cannot be assigned 
any definite date to this revolution, but the 
period of the use of old methods is as clearly 
separated from the period of the use of the 
new as the Renaissance separates medieval his- 
tory from modern history, or the French Revo- 
lution marks the downfall of the ancient aris- 
tocracy and the rise of the new republicanism 

It is a well-known fact that the genesis of 
the industrial revolution has always been 
ascribed to England, and with such a premise 
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it is not difficult to connect the London Fire 
and the beginning of fire insurance. Picture 
Egland and particularly London at the time of 
the fire, which was the most severe of a num- 
ber of previous conflagrations, the citizens be- 
ing constantly in fear of the fire demon. F. C. 
Haines records in his “Chapters of Insurance 
History,” page 37, eight “great” fires, stating 
that “the inhabitants always lived more or less 
on the edge of fire panic.” 

Aside from the wealthy aristocracy, the homes 
were of the poorest sort, because the masses 
could not afford to erect a better type of build- 
ing, and especially because there was no protec- 
tion in case of loss by fire. The work of the 
crafts was almost entirely performed at home, 
the smallest children were impressed into ser- 
vice, and as a consequence there were many 
houses, but few homes. When the devastation 
of fire wiped out these places of manufacture, 
it was necessary to restore immediately the 
means of continuing industry, and as a result 
large buildings were erected to give place of 
employment to workers. It was a short step 
then to the invention of machinery and the 
consequent improvement of manufacturing pro- 
cesses. A new aristocracy of capitalists arose 
whose influence was considerable. -Fire insur- 
ance marched step by step with the changed 
conditions, and, through its distribution and 
removal of risk, enabled the new industria! 
forces to expand rapidly. As: industry, aided 
by its new helpmate, insurance, grew, so so- 
cial conditions changed. Under the new sys- 
tem the manorial and guild systems weakened, 
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and from this decline of local power developed 
a strong central State government and with 
it a new social conscience and morality. 


PLACE oF INSURANCE IN BUSINESS 


No less an authority in business than Julius 
H. Barnes, when president of the Chamber 
of Commerce of the United States, paid his 
respects to the eminent position insurance main- 
tains in the business world. He said in part: 
“American economic life rests on a structure 
into which the theory and practice of insurance 
enters so vitally as to form one of the great 
underlying foundations of our national prog- 
ress. Without this co-operative, organized 
employment of our resources to temper the 
winds of disaster for the individual, we could 
not have prospered as we have; America could 
not have grown and expanded in a few short 
decades to world pre-eminence in the business 
of sound, sane living. . 

If this is true of insurance in general, it is 
more particularly so of fire insurance, as was 
attested to by Harry Curran Wilbur, managers’ 
consultant and nationally known analyst in eco- 
nomics, in a talk before the Insurance Club 
of Cleveland, in which he said: “So I come to 
yeu today, not as an insurance specialist, nor 
as one in the insurance business, but rather as 
one who, working in the field of industrial re- 
iations, has caught a view of insurance as a 
whole, and the part it plays in all the businesses 
that make up life and our world to-day. I want 
to present to you this afternoon some aspects 
of your business that perhaps you have over- 
looked, and to show, as I believe I can, that 
there is no business in the world that is more 
important, more far reaching in its effects, or 
more absolutely essential to the perpetuation 
and welfare of civilization than the business of 
insurance. I want to go even farther than that 
and say specifically that the most far reaching 
division of the business is that of fire insurance, 
for there is no human activity however great 
or humble that it does not touch.” 


Credit is the very foundation on which the 
financial structure of industry rests, for with- 
out it business could not transact its stupendous 
affairs. It is only through the _ stability 
engendered by the promise of the fire insur- 
ance companies to reimburse for loss, that busi- 
ness men can place faith in others. . Conceive, 
if possible, the position of a manufacturer who 
has his capital invested in his plant and raw 
material. He has to send out his goods to his 
customers and allow a period of thirty or sixty 
days to elapse before receiving payment. Mean- 
while he must purchase new material or enlarge 
his plant by adding additional equipment, and 
to do so must borrow money from the bank. 
No one will lend money, unless there is a sub- 
stantial guarantee of its return, and no matter 
how strong may be the organization, how sound 
its policy and how secure its position as to 
marketing its wares, a fire may, in a few 
short hours, entirely destroy the plant, equip- 
ment, and raw material. In this day a bank 
probably accepts as a definite fact that insur- 
ance is carried before making a loan; never- 


theless, the prudent banker will inquire as to 
the sufficiency of the coverage in effect. 

If the manufacturing establishment is a cor- 
poration, as are the majority of such organiza- 
tions today, the stockholders will not have 
protection unless adequate fire insurance is car- 
ried. Observe the far-reaching effect of fire 
insurance. If the business man, in order to 
protect himself or his stockholders should have 
to provide a fund to reimburse for fire losses, 
the capital tied up would be tremendous, and 
business would be seriously hampered in its 
growth and spread. Instead, however, a de- 
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posit of a comparatively small amount, in con- 
junction with many other business men, forms 
a large reserve on which all may draw. This 
is not, however, the only use of such reserves, 
since they are wisely invested, in turn, by the 
insurance companies in the stocks and_ bonds 
of industrial concerns, and form working cap- 
ital for the further expansion of business. Al] 
this redounds to the immediate benefit of so- 
ciety by an increase in business efficiency 
through the elimination of risk and uncertainty. 
The price of goods is reduced, and consequently 
their availability to a much larger number of 
consumers grows in proportion to the reduc- 
tion of uncertainty and risk. As the cost of 
creature comforts and necessities approach the 
buying range of a larger consuming public, so 
does the tendency of mankind to elevate itself 
increase. 
INSURANCE AS A Facrok oF BUSINESS 

A striking illustration in one particular in- 
dustry may exemplify the reciprocal benefits of 
fire insurance. Thé public utilities have be- 
come one of the outstanding industries of the 
age, with about twelve billions of dollars in 
value, and naturally all this great amount of 
capital is protected by fire insurance. As the 
insurance companies are required by law to set 
up reserves for the protection of the policy- 
holders, first-class securities must be purchased, 
and these insurance companies now have in- 
vested, to the extent of approximately one bil- 
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lion of dollars, in public utility securities. So- 
ciety is benefited directly by such interrelation 
through the protection afforded, and the op- 
portunity provided the utilities to expand and 
place their product within reach of practically 
all people. It is scarcely necessary to expatiate 
to any great degree upon the benefits resulting 
from the constantly increasing use of gas and 
electricity, since both are now accepted as com- 
monplace by those who use them. The intro- 
duction of gas into the home for cooking and 
heating; electricity, likewise for cooking, re- 
frigeration, lighting, ironing, and sweeping, has 
reduced the former drudgery of the housewife 
to a minimum. Electricity has made the home 
cheerful, brought in the radio, brilliantly lighted 
the streets, thereby reducing crime, and has 
revolutionized the farm by lightening the bur- 
dens of both the farmer and his wife. In in- 
dustry, gas and electricity, as sources of heat, 
fuel, and power, have reduced costs of manu- 
facturing, so that quantity production has low- 
ered prices to such an extent that what were 
formerly luxuries to the few are now necessi- 
ties for the many. Thus has fire insurance in 
this particular manifestation aided the human 
race in its constant endeavor to seek higher 
levels. 

The service of fire insurance is manifold. 
Among general public benefits accruing from 
the large reserves accumulated is the assistance 
given to those buying homes. There are over 
twenty-five million homes in our country, and 
about five million are mortgaged for over 
twelve billion dollars. At one time over 90 
per cent of the assets, totaling five and one- 
half billion dollars, of the twelve thousand 
building and loan associations in the United 
States, were invested in mortgages protected 
by fire insurance, and investments of the fire 
insurance companies reserves in mortgages are 
considerable. 


NEW AETNA SCHOOL 


Division Superintendents Learn of New 
Duties 


A school for division superintendents, in prep- 
aration for their new duties in the field, is now 
in progress at the home office of the Atna Life 
Insurnace Company. The school, which was 
opened October 20 by Vice-President K. A. 
Luther, author and head of the company’s new 
system Of regional supervision, will continue 
until November 20. 

Sessions are being held daily under the direc- 
tion of instructors, chosen from the company’s 
home office personnel, and are intended to em- 
brace virtually every phase of life insurance 
management. A typical section of the program 
follows: 

October 20, opening of the school, Vice-Presi- 
dent Luther; October 22 and 23, accident and 
health insurance, E. C. Bowen, secretary of 
the accident and liability department; October 
24, selling accident and health insurance, W. C. 
Cousins, superintendent of the Eastern Divi- 
sion; October 25, group insurance, Vice-Presi- 
dent E. E. Cammack. 
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Ho-zwen-bu-sah, the Chinese Fire God 


[To the Editor of Toe Spectator] 


in the best known autobiographical book 

in America and am glad you have accom- 
plished so much in your line of service. The 
thought came to me that you might be interested 
in things Chinese, so I take the liberty of writ- 
ing to you. 


I HAVE been interested in seeing your name 


I send you a god-of-fire, his name is “Ho- 
zwen-bu-sah.” He rules fire. When he’s dis- 
pleased with people he sets their houses afire. 
Ho-zwen was a Taoist priest; but during a 
great battle he changed himself into a giant 
with three heads and six arms. He has three 
eyes, one in the middle of his forehead. He 
has red hair and he is of a fiery disposition. 
He rides on a fiery horse which snorts flames, 
and fire flashes from his hoofs. In the god’s 
six hands he carries a heaven-wide flashing seal, 
a wheel of five fiery dragons, a gourd enclos- 
ing 10,000 fire crows, and two swords, and a 
thousand-mile smoke screen filled with swords 
of fire. No wonder he can scatter fire every- 
where and do untold damage when on a ram- 
page. People in whose house he starts a fire 
are not welcomed in other homes lest, in so 
doing, they bring Ho-zwen’s wrath upon them- 
selves also. People where a fire starts hurry 
to the temple and plead with Ho-zwen to leave 
their house at once. When he leaves they thank 
him for punishing them. Ho-zwen-bu-sah is 
much feared, also, because of the danger to the 
one in whose house the fire starts, for if it 
spreads to other houses and he is found, his 
neighbors throw him into the fire for bringing 
loss to them. So he runs away and is not seen 
again, or comes back only after a long time. 
When the houses are rebuilt the old rubbish 
is put on his lot! 


You would be greatly interested to see a 
Chinese fire and the fire-fighters at work. 
Crowds of firemen come, each with a long 
name-banner. These banners are left in line 
against the walls of the narrow streets near 
the fire. One set of men are carriers having 
carrying poles with a bucket on each end of 
the pole. Ahead of each carrier runs a man 


with a gong beating wildly to make way for the 
carrier as he brings the water from a creek or 
canal or well nearby. He dumps the water into 
the water into the tub of a hand-pump which 
forces the water up a spout on to the fire. This 
pump working reminds one of an old railroad 
hand-car. Wealthy men often keep a hand- 
pump in their home; but lest the fire-god give 
the pump work to do there is written on it, 
“Be-r-peh-yong”—prepared but may it not be 
use. A fire in China is a noisy, exciting and 
very primitive thing in its methods of extin- 
guishing; but fierce in its burning. 


While the fire is burning sometimes theatricals 
are held on the street. These are to please the 
god-of-fire and get him to go back home. At 
other times, when people fear troubles are com- 


ing, they buy a paper image of the fire-god and - 


burn false money, incense and candles before it 
and then burn the image itself. This is sending 
him home with spending money and fragrance 
to keep him from starting other fires. 


I asked the Chinese if the fire-god lit a re- 
cent fire on a ship. They answered, “If there 
was a fire on the ship the fire-god must have 
been there—at work.” We have towers in 
Shanghai where men watch for fires. When 
one is discovered the fire-bell is rung. When 
the old custom house was built a large clock 
was placed in its tower. For some weeks after 
this clock began to strike the hours there were 
few if any fires. The Chinese said it was be- 
cause the fire-god thought that every time the 
clock struck there was a fire announced so he 
could rest without helping. All these things 
seem ridiculous to us but are very real to the 
Chinese. Chinese life and atmosphere is chuck 
full of such superstitions. Chinese are never 
free from them and the anxiety they bring— 
like a superstitious man forced to pass the night 
in a haunted house. 

(Rev.) H. G. C. Hatrocx. 

(Included with the letter was a vari-colored 
picture of the fire god, which would be impos- 
sible to reproduce.—Epitor’s Note.) 
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Sunderlin on Fire Insurance 


Under this title there has now been published 
in one volume the series of 40 Lectures delivered 
by Charles A. Sunderlin, A.B., LL.B., of the 
Los Angeles Bar, secretary and general coun- 
sel of the Insurance Institute of Southern Cali- 
fornia. In addition to the 40 Lectures the book 
embraces a copious topical index. This com- 
plete educational course on fire insurance can 
now be obtained in one volume at the reduced 
price of $15, bound either in buckram, with 
stiff cover, or in flexible imitation black leather. 
This affords a great opportunity for those in- 
terested in fire insurance to obtain a valuable, 
up-to-date text and reference book at a low 
price. 

Subjects of the Lectures embraced in this 
book are the following: The Policy Contract— 
General; Insurable Interest; Public Relations; 
State Regulation or The Police Power; Co- 
operation and State Supervision; Co-Insurance; 
Valued Policies; Professionalizing the Fire In- 
surance Business; Construction and Operation 
of the Policy-Contract; The Fire Insurance 
Rate; Fire Insurance Reserve; -Agency and 
Brokerage; Premiums; Fire Prevention; 
Waiver and Estoppel; Coverage; Misrepresen- 
tations; Warranties; Matters Voiding Policy; 
Matters Suspending Insurance; Chattel Mort- 
gage Clause; Fall of Building Clause; Negli- 
gence; Cancellation; Risks and Causes of 
Losses; Requirements in Case of Loss; Ascer- 
tainment and Amount of Loss—Appraisal; Op- 
tions of Company in Case of Loss; Apportion- 
ment of Loss—Pro Rata Liability ; Loss—When 
Payable—Non-Waiver by Appraisal or Exam- 
ination; Adjustments; Subrogation; Insurer’s 
Liability; Mortgagee Interests; Earthquake 
Clauses; Use and Occupancy—Profits and 
Commissions—Rents and Leaseholds; Floating, 
Excess and General Cover Contracts; Miscel- 
laneous Forms; Endorsements; Reinsurance. 

The broad scope of the lectures indicated by 
the above titles makes them of exceptional value 
as both text and reference works to men actively 
engaged in the fire insurance business, or to 
those who contemplate entering it. The book 
will be found of genuine service by executives, 
underwriters, adjusters, general, special and 
local agents, insurance brokers, lawyers and the 
public. In Sunderlin on Fire Insurance are 
answers to thousands of practical questions. 
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A Salesman, with Space to Sell, Picks Up the Cub’s Silken Skein 
and Spins an Alluring Tale About Tie-Up | 


By A. PARKER PUSHER 








Austin Bates on Ernest Elmo Calkins?) 
said that conferences and conventions 
Anyway, 


Bx BARTON (or was it Charles 


are America’t third largest industry. 
it is more or less beside the question. It wasn’t 
the bigness of conventions, as such, that gave 
the Cub something to think about. It was some- 
thing he had heard at a convention. 

It came about this way. Early in October the 
Cub was thinking about the small town agent 
who had grown old and rich and respected— 
what more should a man want, and who had 
never given this business of advertising a pass- 
ing thought, let alone made use of it in any of 
its forms, until he had taken to himself a young 
partner. The Cub had not solved the problem 
of small town advertising. But he was think- 
ing about it. Then one day he had gone to a 
meeting of the “Boosters and Publicity Club,” 
where he had heard a speaker shake up the dry 
bones by a most unusual line of talk about cre- 
ative thinking. 

To get the Cub’s mental status; to picture 
clearly what was going on in his cranium, we 
had better set down a bit of the teaching of 
that speaker: His theory of creative thinking 
was something like this; to use his thoughts 
and my words. 

Creative thinking, the getting of original 
ideas, is done very largely by the subconscious 
mind. You have a problem to solve. You think 
about it, and turn the thing over in your mind, 
applying to it all the facts you know. That is 
all you can do except to stir up a lot of im- 
pressions and memories stored away in your 
subconscious mind. Then you get so tired you 
go to sleep or turn to something else, and then 
the subconscious mind gets busy. All the im- 
pressions of your life; everything you have 
ever seen, or read, or heard that can in any 
way have a bearing on your problem is mar- 
shaled by this subconscious mind of yours and, 
like a kaleidoscope, these ideas take many 
shapes, forms such as dreams are made of, and 
then some time, perhaps when least expected, 
comes the flash of the idea. 

But, that speaker had added, to do creative 
thinking one must sow many of the seeds of 
ideas. That was what puzzled the Cub, for 
these idea-bearing seeds were vividly described 
by the speaker at the Boosters and Publicity 
Club as first cousins of experiences. To get 
these thoughts producing one must expose the 
mind to impression. 

Then came the day when John Hall Woods, 
that live wire from Chicago, sent out his teas- 
ing, tantalizing”stuff about the October meeting 
of the Insurance Advertising Conference in 
Washington to which he said others interested 
in insurance advertising would go to replenish 
their “think tanks” for the coming year. 


Registered along with a hundred others in 
the conference book of names you will find the 
Cub’s name—but you must know what you are 
looking for to find it there. In person you 
would find him, inconspicuous, note book on 
knee, at the general sessions and group meet- 
ings. He heard Judge Ryon read his paper on 
the new work of the National Board; that 
epoch-making endeavor to interest the people of 
America in insurance as a business that in- 





The accompanying article is the fourth 
of a new series of twelve which will ap- 
pear in THE Spectator from month to 
month. A. Parker Pusher is a man of 
standing in the insurance world, connected 
with a prominent company—a member of 
the Insurance Advertising Conference— 
who, in these articles, sets out in an inter- 
esting and readable fashion, some ideas 
which have been evolved in his facile 
brain. They are well worth reading. 
—EpirTor’s Note. 











timately touched everyone. He listened to Wal- 
lace Rogers discuss the opportunity opened to 
the individual company’s advertising department 
by the National Board’s big public relations 
plan. He tried to weave his silken skein into 
the fabric of that talk—and only became more 
confused than ever. 

And such was the Cub’s state of mind when 
a caller was announced. He did not hesitate 
about seeing the salesman, for was not he a part 
of an organization composed very largely of 
salesmen ? 

And such a salesman. A pleasant fellow, no 
doubt about that. But somehow the Cub didn't 
recall so much about the man. 

And such a solicitation. The fellow didn’t 
seem to want a single thing for himself—except 
perhaps a chance to do some service. At any 
rate he did not ask the Cub to buy anything. 

And such an idea as he gave. Let’s listen 
in: 

“I have been thinking about this advertising 
of the National Board of Fire Underwriters 
out in Missouri,” said the caller. “I see that 
the insurance companies are going to run their 
good-will campaign in four States this year, 
Missouri, Ohio, Pennsylvania and Virginia. I 
don’t know about the other States, but in Mis- 
souri there are 42 daily papers so that there will 
be quite a stir. Just what is it all about?” 

And then the Cub was glad he had gone to 
Washington; had attended the meetings after 
he reached Washington, for he could discuss 
this big idea knowingly. 

“The National Board of Fire Underwriters,” 
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said he, “is an organization maintained by 229 
of the leading stock fire insurance companies 
of the country, not for profit but for service; 
although these companies transact more than 
nine-tenths of the business of this country. 
These companies, through the Board, are going 
out with an unusual plea. They do not seek 
more business but merely a better understanding 
of the business of fire underwriting—greater 
public use of their facilities in the scientific 
prevention and control of fire—to the end that 
they may render an even greater service at less 
cost to the insuring public.” 


“That is fine, so far as it goes,” said the 
caller. “But it is just like any other institu- 
tional campaign by a big industry. It is a 
background only. It, like other big campaigns, 
will succeed only so far as the representatives 
of the industry spot their own efforts into the 
picture and lighten up the background in each: 
city where the Board runs its own display. It 
needs a lot of tie-up, a whole lot of tie-up by 
your agents and the agents of every other com- 
pany. And that’s what I came in to see you: 
about.” 

The Cub had learned that advertising men,. 








Re-Insurance 
Cor poration 


of America 


| HORACE R. WEMPLE, Pres. 


€ 


TREATY and FACULATIVE 
FIRE RE-INSURANCE 


JANUARY, 1928 
Capital and Surplus, $1,324,348.38 


’ 
Eighty-Four William Street 
NEW YORK 














Fire and Casualty 
Educational Section 





at Washington and other places where he had 
met them, and in Printers’ Ink and Advertising 
and Selling were not ashamed to ask questions 
when they wanted information, so he took a 
glorious chance at exposing his greenness and 
his ignorance, and said: 

“What do you mean by ‘tie-up’”? 

“I called it ‘tie-up,”” said the newspaper's 
representative, “because of habit, I guess. 
That's a phrase used by advertising men to cover 
a multitude of things they do or plan to do to 
help their salesmen, whether agents or mer- 
chants and dealers, get the full benefit from ad 
vertising. 

“Sometimes this help is classified one way, 
called ‘sales promotion.’ Often it is known as 
‘agency follow-up,’ as when an insurance com- 
pany sends a coupon from an advertisement to 

local agent. In the minds of the executives 
it may be what they have been known to call 
‘missionary work’ and mean anything 
printed circulars and form letters to publishing 
house magazine. 

But whatever it may be called, it 
helping the local agent do something that iden- 
tifies his agency with the advertising of the 
company or the industry. Whatever the 
specific name given to the work, it generall) 
means making the local agent or dealer better 
local agents or dealers by teaching them how 
to advertise, how to seek new business, how to 
multiply their personalities and expose them- 
selves to more sales, how to hold present cus- 
tomers and get new customers, how to sell old 
customers new or larger bills of goods (or 
whatever it is your field men must do to in- 
crease your business) and to get into the pic- 
ture generally. 

“You probably expected me to come in here 
to endeavor to get you to do something about 
changing the advertising plans of the com- 
panies—perhaps to tell you that it would be 
better not to use a competing paper and put 
all the advertising in my paper. That is noi 
the idea. The plan is a good plan. What | 
am most vitally interested in now is making it 
as successful as good planning can. 

“This advertising business is a lot like an 
army. Was there ever a reunion of veterans 
that did not turn into a debating society over 
the question of which branch of the service won 
the battle. Hannibal's legions in Italy, Napo- 
leon’s grenadiers after Austerlitz, of Foch’s 
troops following the Marne. Ralph Barthol- 
mew put it this way,” and he dug a crumpled 
sheet out of a well-stocked portfolio: 

“*A Cavalry man calmly announces, the bat 
tle was already lost when the horse arrived. 
‘Rot,’ cries the Heavy Artillery man, ‘Success 
would have been impossible but for our devastat- 
ing barrage fire!’ ‘Not at all! Not at all!” 
shouts a Machine Gunner, ‘It was our little spit- 
fires which mowed down the enemy like 
It was our little devils 
like hell!’ A Infantry man is now 
roars, ‘How about the foot soldiers! Where 
How could the battle be 
won if we had not gone over the top—it was 
the bloody bayonets which won the day!’ And 
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vice is heard, and the Chemical Division, and 
the Intelligence Bureau and the Commander of 
the Tanks and Light Artillery—even the Com- 
missariat. 

“Tt is not greatly different in this job oi 
making insurance better understood out in Mis- 
souri and in Ohio and Pennsylvania and Vir- 
ginia. Each advertising man of the various 
companies believes and tries to prove that the 
kind of advertising he is particularly good at 
will guarantee the success of the Board’s activ- 
ity, but they cannot give a ‘money back if it 
fails’ guarantee to the Board. 

“One cries out ‘white space and lots of it.’ 
another writes articles about ‘personal inter- 
views, first’ last and forever, somebody else 
‘bill boards,’ and so on through ‘window dis- 
plays,’ agents’ helps, novelties. 

“Which is the most important branch of ad- 
vertising—which will do the trick? None, and 
all. It is not space alone, any more than it is 
barrage fire alone. It is not direct mail aione, 
any more than it is machine guns alone. It is 
not bill boards, or car cards or dealers’ helps 
or novelties. It is none of these and it is all 
of these. A military victory is won only by 
a proper coordination of all available means at 
the disposal of the commander-in-chief. The 
National Board will win in its campaign for a 
better understanding only by the 
local agents and individual companies along 
whole line, with all forms of advertising. 

“And this is the thought I want to give to 
you. You have a department. | that 
you are new in the work and on this job. [ere 
are four great States all stirred up ready to 
By dove-tailing your advertising to 
fit in to the broad plan of the National Board 
you can do your experimenting on a scale large 


support by 
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enough to pay, yet small enough to be 
trolled. 

“But this must be planned. 
general plan. It has been made up by the ex- 
perts of the National Get that and 
study it, find out its weaknesses if it has any 
and plan your work with your agents to rein- 
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force the line where more force is needed. If 
‘heavy artillery’ is needed, give your agents 
some help with newspaper smashes and _ broad- 
sides; if it is the ‘infantry’ line that needs re 
cruits, concentrate on personal selling aids. 

“Don’t you see, sir, that the newspapers, my 
newspaper is vitally interested in exactly the 
same thing that you are interested in, and that 
both you and I are interested in exactly the 
same thing that you are interested in, and that 
both you and I are interested in exactly the 
same thing the National Board is interested 
in—the successful energetic carrying on of the 
big institutional campaign of insurance educa- 
tion?” 

He rose to go. When the elevator 
slammed the Cub picked up his silken - skein. 
gave it a few loosening twists, pulled out a 
thread and snapped it. Then he twisted the 
fibers into a little cord, and twining that about 
his finger pulled with all his might and main 
and the cord held. 


door 


Violinst Insures Hands 
Cuicaco, Itt., October 31.—Francis Mac- 
millen, noted violinist, hearing of the unfortu- 
nate accident to Fritz Kreisler, which prevented 
that master of the horse hair bow from appear 
ing in concert, turned to insurance here last 
loss 


from financial 


Kreisler cut his 


week to protect himself 
growing out of an accident. 
hand while shaving and was in a serious con 
dition, newspaper accounts said. Mr. Macmillen 
took out a $100,000 all risks policy upon his 
hands in the Zurich through the 
agency of C. W. Olson and Company. The prin- 


cipal sum is payable in the event of the loss of 


General, 


both hands. 

It is interesting that in gauging the value of 
cach of the members of the two hands for agree 
ment upon indemnities for partial dismember- 
Mr. Macmillen decided that the middle 
finger on his right hand, is the one finger that 
he could lose and continue unhampered. The 
premium rate was less than 1 per cent of the 


ment, 


principal sum 
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at Washington and other places where he had 
met them, and in Printers’ Ink and Advertising 
and Selling were not ashamed to ask questions 
when they wanted information, so he took a 
glorious chance at exposing his greenness and 
his ignorance, and said: 

“What do you mean by ‘tie-up 

“T called it ‘tie-up,’” said the newspaper's 
representative, “because of habit, I guess. 
That’s a phrase used by advertising men to cover 
a multitude of things they do or plan to do to 
help their salesmen, whether agents or mer- 
chants and dealers, get the full benefit from ad- 
vertising. 

“Sometimes this help is classified one way, 
called ‘sales promotion.’ Often it is known as 
‘agency follow-up,’ as when an insurance com- 
pany sends a coupon from an advertisement to 
a local agent. In the minds of the executives 
it may be what they have been known to call 
‘missionary work’ and mean anything from 
printed circulars and form letters to publishing 
a company house magazine. 

“But whatever it may be called, it means 
helping the local agent do something that iden- 
tifies his agency with the advertising of the 
company or the industry. Whatever the 
specific name given to the work, it generally 
means making the local agent or dealer better 
local agents or dealers by teaching them how 
to advertise, how to seek new business, how to 
multiply their personalities and expose them- 
selves to more sales, how to hold present cus- 
tomers and get new customers, how to sell old 
customers new or larger bills of goods (or 
whatever it is your field men must do to in- 
crease your business) and to get into the pic- 
ture generally. : 

“You probably expected me to come in here 
to endeavor to get you to do something about 
changing the advertising plans of the com- 
panies—perhaps to tell you that it would be 
better not to use a competing paper and put 
all the advertising in my paper. That is noi 
the idea. The plan is a good plan. What | 
am most vitally interested in now is making it 
as successful as good planning can. 

“This advertising business is a lot like an 
army. Was there ever a reunion of veterans 
that did not turn into a debating society over 
the question of which branch of the service won 
the battle. Hannibal's legions in Italy, Napo- 
leon’s grenadiers after Austerlitz, of Foch’s 
troops following the Marne. Ralph Barthol- 
mew put it this way,” and he dug a crumpled 
sheet out of a well-stocked portfolio: 

“*A Cavalry man calmly announces,’ the bat- 
tle was already lost when the horse arrived. 
‘Rot,’ cries the Heavy Artillery man, ‘Success 
would have been impossible but for our devastat- 
ing barrage fire!’ ‘Not at all! Not at all!” 
shouts a Machine Gunner, ‘It was our little spit- 
fires which mowed down the enemy like grain. 
It was our little devils that made them run 
like hell!’ A Infantry man is now heard; he 
‘roars, ‘How about the foot soldiers! Where 
do they come in? How could the battle be 
won if we had not gone over the top—it was 
the bloody bayonets which won the day!’ And 
so the war of words goes on. The Air Ser- 
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vice is heard, and the Chemical Division, and 
the Intelligence Bureau and the Commander oi 
the Tanks and Light Artillery—even the Com- 
missariat. 

“Tt is not greatly different in this job of 
making insurance better understood out in Mis- 
souri and in Ohio and Pennsylvania and Vir- 
ginia. Each advertising man of the various 
companies believes and tries to prove that the 
kind of advertising he is particularly good at 
will guarantee the success of the Board’s activ- 
ity, but they cannot give a ‘money back if it 
fails’ guarantee to the Board. 

“One cries out ‘white space and lots of it.’ 
another writes articles about ‘personal inter- 
views, first’ last and forever, somebody. else 
‘bill boards,’ and so on through ‘window dis- 
plays,’ agents’ helps, novelties. 

“Which is the most important branch of ad- 
vertising—which will do the trick? None, and 
all. It is not space alone, any more than it is 
barrage fire alone. It is not direct mail aione, 
any more than it is machine guns alone. It is 
not bill boards, or car cards or dealers’ helps 
or novelties. It is none of these and it is all 
of these. A military victory is won only by 
a proper coordination of all available means at 
the disposal of the commander-in-chief. The 
National Board will win in its campaign for a 
better understanding only by the support by 
local agents and individual companies along the 
whole line, with all forms of advertising. 

“And this is the thought I want to give to 
you. You have a department. I know that 
you are new in the work and on this job. Here 
are four great States all stirred up ready to 
your hand. By dove-tailing your advertising to 
fit in to the broad plan of the National Board 
you can do your experimenting on a scale large 
enough to pay, yet small enough to be con- 
trolled. 

“But this must be planned. 
general plan. It has been made up by the ex- 
perts of the National Board. Get that and 
study it, find out its weaknesses if it has any 
and plan your work with your agents to rein- 
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force the line where more force is needed. If 
‘heavy artillery’ is needed, give your agents 
some help with newspaper smashes and _ broad- 
sides; if it is the ‘infantry’ line that needs re 
cruits, concentrate on personal selling aids. 

“Don’t you see, sir, that the newspapers, my 
newspaper is vitally interested in exactly the 
same thing that you are interested in, and that 
both you and I are interested in exactly the 
same thing that you are interested in, and that 
both you and I are interested in exactly the 
same thing the National Board’ is interested 
in—the successful energetic carrying on of the 
big institutional campaign of insurance educa- 
tion?” 

He rose to go. When the elevator door 
slammed the Cub picked up his silken - skein. 
gave it a few loosening twists, pulled out a 
thread and snapped it. Then he twisted the 
fibers into a little cord, and twining that about 
his finger pulled with all his might and main 
and the cord held. 


Violinst Insures Hands 

Cuicaco, Itt., October 31.—Francis Mac- 
millen, noted violinist, hearing of the unfortu- 
nate accident to Fritz Kreisler, which prevented 
that master of the horse hair bow from appear- 
ing in concert, turned to insurance here last 
week to protect himself from financial loss 
growing out of an accident. Kreisler cut his 
hand while shaving and was in a serious con- 
dition, newspaper accounts said. Mr. Macmillen 
took out a $100.000 all risks policy upon his 
hands the Zurich General, through the 
agency of C. W. Olson and Company. The prin- 
cipal sum is payable in the event of the loss of 
both hands. 

It is interesting that in gauging the value of 
each of the members of the two hands for agree- 
ment upon indemnities for partial dismember- 
ment, Mr. Macmillen decided that the middle 
finger on his right hand, is the one finger that 
he could lose and continue unhampered. The 
premium rate was less than 1 per cent of the 
principal sum. 
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my entry into aviation insurance have had 

more to do with my avoidance of failure 
than anything else. ‘ne first aviation policy of 
insurance was issued in 1912 and covered pas- 
senger liability. I was both the assured and 
the underwriting agent. I applied for a policy 
to cover the operations of my fleet of five air- 
craft. The insurers requested me to write my 
own contract since they knew nothing of avia- 
tion and the only condition they made was that 
I should try to be impartial and fair to both 
sides. That gave me the finest and broadest 
lesson in underwriting any man could have, 
and it put me on the right track; a track I have 
tried to follow ever since. 

Since then I have underwritten aviatior risks 
situated in every part of the world and my diffi- 
cult and varied experiences have given me, I 
think, the point of view of the various interests 
—those being the aircraft operators, the in- 
surers, the insurance agents and the under- 
writer responsible for co-ordinating and satis- 
fying their different requirements. 


I THINK that the peculiar circumstances of 


THE Operator’s VIEW 

The point of view of the aircraft operator has 
the merit of being exceedingly clear and simple. 
I do not think I can say more than that in com- 
pliment to it. It can be expressed in five words: 
“The rates are too high!” 

My loss ratio over a long period tells me that 
the rates are not too high; but at the same 
time I agree most thoroughly that means should 
be taken to reduce them. I have held always 
that opinion and the largest part of my work 
for sixteen years has been to bring the rates 
down. When I opened my office in New York 
nearly seven years ago, there were some seven 
leading insurance companies supplying aviation 
insurances and they were doing it in the way 
customary in various other lines of insurance 
—that is to say—by holding covered on binder, 
often fixing rates and negotiating special policy 
conditions after holding covered, giving up to 
sixty days’ credit and taking over-the-counter 
risks meeting certain standards set up by a 
bureau supported by all the companies. 

They had lost a lot of money and were get- 
ting ready to quit, and it was clear to me that 
unless drastic underwriting action were taken, 
commercial aviation would very soon be with- 
out the insurance protection essential to its 
development. 

In order to avoid such a situation arising, I 
arranged with certain insurance companies to 
issue their policies through my underwriting 
office and my first step was to cut the rates by 
what amounted, on an average over all lines, 
to about 25 per cent. Of course I got the busi- 
ness. 

It is one-thing to acquire business and quite 
another thing to avoid loss. However, I made 
~ Extracted from an address before the National 


Association of Insurance Agents at West Baden, Ind., 
recently. 


By Horatio BARBER 


it pay and have continued to make it pay; and, 
moreover, I have managed to get the rates down 
still farther, so that at the beginning of this 
year they were, on the average, some 40 per 
cent less than at the beginning of 1922. 

You will be interested, I think, to hear how 
I accomplished that first cut of 25 per cent 
and at the same time avoided loss. It was quite 
simple. I issued no binder until conditions and 
rates were agreed. I did a cash business. I 
protected the insurers against short period con- 
centrated risks under long period policies sub- 
ject to early cancellation, by stipulating an ade- 
quate minimum premium. It may occur to you 
that point might be well met by the operation 
of the standard short rate table, but I have 
found that the standard short rate table will not 
work always satisfactorily where very short pe- 
riod concentrated aviation risks are concerned. 

I wrote every risk facultatively, rating it on 
its merits; and I employed considerable sever- 
ity of selection, refusing unreasonable risks but 
going out of my way to meet the requirements 
of sound, well-intentioned applicants for insur- 
ance, 

Lastly, I operated under a system of tech- 
nical inspection carried out by well-qualified 
men situated at various points throughout the 
country, each man acting under my direct 
supervision and not working under a set of 
standard rules. 


ALL-AMERICAN FACILITIES 


By persisting in those methods, I have been 
enabled to secure a steady decrease in rates 
and, at the same time, to produce results suffi- 
ciently satisfactory to enable the building up of 
all-American reinsurance facilities to meet the 
enormous catastrophe hazards involved. 

I think you will agree that they are enor- 
mous when I inform you that I have covered 
at this time under current policies various air- 
craft which, while they are worth no more 
than fifty thousand dollars each, are covered 
in various lines with an aggregate liabilty of 
over one million dollars per aircraft. 

Arising out of that, I think you will be in- 
terested to hear that at the beginning of this 
vear, while the total premium income available 
from all sources was no more than a compara- 
tively small fraction of that liability per air- 
craft, it was then, and is now, possible to se- 
cure, in respect to various aircraft, insurance 
including collision, fire, theft, public and pas- 
senger liability and property damage at lower 
rates than in the case of various automobile 
risks. 

As an illustration: The total cost of those 
coverages on a $3000 aircraft of good type, 
plying for hire in the Middle-West and driven 
by a pilot of normal qualifications, would 
amount to about $1410 for one year; whereas, 
the cost of those coverages on an automobile 
of the same value, used for similar purposes 
in, say, New York, and operated by a man or 
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firm of satisfactory status, would be about 
$1668. 

I do not think, then, that aviation rates are 
particularly high for the coverages they repre- 
sent, although I do appreciate that every effort 
should be made to reduce them. Lower rates 
will result in the quicker and more economical 
development of commercial aviation and will 
result also, of course, in larger volume and bet- 
ter spread for the insurers, thus assisting them 
to conduct business on a narrower margin cap- 
able of being reflected in lower rates. 

I think we may be assured of a steady de- 
crease in rates and generally improved policy 
conditions if the situation is not upset by in- 
surers becoming dazzled by the glamor of the 
air and plunging in with open binders and long 
credit to all and sundry, inadequate inspectional 
service and queer, impracticable systems of 
levying rates of premium. 

That sort of thing would spell disaster to 
all concerned and particularly to the aircraft 
operators, many of whom are only just develop- 
ing and whose financial structures must crash 
unless the insurance protection rests on a per- 
manent and reliable foundation and on rates 
which are steady while decreasing. 


What I have said so far arises. out of the 
point of view of the aircraft operators, whose 
cry is for lower rates. I would stress the im- 
portance to them of considering also other quite 
as important factors such as security, perma- 
nence, steadiness of rates and intelligent, help- 
ful service—such service as can be rendered by 
you gentlemen, as I will explain later on. 

[ would stress also the incontrovertible fact 
that in the last analysis, and subject of course 
to sound and economical underwriting, the rates 
are made by the air operators themselves since 
they depend upon the degree of hazard in their 
operations which are under their control and 
are not controlled by the insurers. I will men- 
tion, as an illustration, the fire hazard. There 
are altogether too many fires and that hazard 
has been steadily increasing during the past 
two years. The fire rates seem high and I fear 
that they are going to be a good deal higher 
unless something is done about it. I am of the 
opinion that they could be reduced materially 
—by about 40 per cent, I think—if general effect 
were given to the carefully considered sugges- 
tions contained in a most remarkable circular 
issued by Mr. MacCracken’s department. I re- 
fer to Circular Number 592, Volume VI, pub- 
lished by the Chief of the Air Corps, Wash- 
ington, D. C., under date of September 15, 
1927, entitled: “Aircraft Fire Prevention.” 
That is just one illustration of how a large re- 
duction in rate might be secured. My experi- 
ence dictates also ways of reducing the flying 
hazards and thereby lowering rates of premium, 
but the time at my disposal here is too limited 
to permit me to explain them, although I should 
be happy at any other time to inform anyone 
interested. 
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PRODUCING PERMANENT 
POLICYHOLDERS 


Embracing Sales Plans of 
144 Leading Life Underwriters 
This valuable new salesmanship book is 
divided into two parts, one designed especially 
for inexperienced life insurance solicitors, and 
the other for experienced life underwriters. 
The chapter titles are: 


PART ONE—FOR THE INEXPERIENCED 
AGENT 

Intelligent Prospect- Closing the Transac- 
ing tion 

Common Sense Ap- Selling Insurance to 
proach Women 

Meeting Objections Nailing Lapses. at 
with a Smile Their Source 


Things to Know—Some to Forget 
PART TWO—FOR THE EXPERIENCED 
UNDERWRITER 
Setting a Definite Ideas Off the Beaten 


Goa Path 
Keeping Old Con- Programming Insur- 


tracts Bright ance 
Cracking Some Hard Newer Plans of Pro- 
Nuts tection 


Agency Building and Claims Service 
Producing Permanent Policyholders 


sets forth many proved plans and business- 
getting experiences of men who have made 
outstanding records in the life insurance busi- 
ness and are thus qualified to offer sound 
advice and suggestions to others. 


This practical work is substantially 
bound in cloth and contains 224 pages 


Price, $2 
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Liability of Automobile Users 


for Personal Injury 
By Clayton G. Hale 


A new booklet for distribution 
among large users of automobiles, 
as an unusual and effective sales 
document for Automobile Liability 
Insurance. 

PRICES 


Single copy, 50 cents 
12 copies.... 4.80 50 copies. 16.25 
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Our Annual Servicing 


Period 


Penn Mutual representatives will have their 
annual concentration on Penn Mutual members 
from November 1 to December 30. They have 
been supplied with a complete and first class kit 
of tools. And they will be able to offer Non- 
Medical during four of these eight weeks—the 
Penn Mutual once again lining up with advanced 
underwriting. . 

Home Office representatives, specialists in Field 
work, are making preliminary agency visits, sup- 
plying each General Agent and his large number 
of Special Agents with face to face instruction in 
the use of the new material. 

We have openings for men and women who are 
afire with enthusiasm and desire to make life in- 
surance their life’s work. 


Wn. A. Law, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 


THE PENN MUTUAL LIFE 


INSURANCE COMPANY 
Philadelphia, Pa. 


Independenee Square 
Founded 1847 





llinois — Indiana — lowa — Kansas — Kentucky — Michigan — Minnesota 
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“INDEPENDENCE FOR DEPENDENTS” 


Request details for our remunerative contracts for 
AGENCY MANAGERS FOR ILLINOIS— 
MICHIGAN—OHIO 


You will benefit by our special attention now to these States 


Security Life Insurance Company of America 
134 ‘North La Salle Street, Chicago 
0. W. JOHNSON, President S. W. GOSS, Vice-President 


regon—Pennsylvania—Tennessee— — — Virginia — Washington—West Virgini 


o—Arkansas—California—Colorado— 
é. — C190 — exseiqaN — linoss! —=: 








KEYSTONE INDEMNITY EXCHANGE 
PARTICIPATING AUTOMOBILE INSURANCE 


110 SOUTH 16th STREET, PHILADELPHIA, PA. 


LOCAL AGENTS WANTED 


FIRE, THEFT, COLLISION, PROPERTY DAMAGE, PUBLIC LIABILITY 




















B4LTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 


WILLIAM O. MACGILL, President 


Agents desiring to connect themselves with a solid and progressive, yet 
conservative Life Insurance Company, can address S. D. Powell, Secretary, 
giving references. 

Industrial and Ordinary Life Insurance policies issued upon all attractive 
forms of policies. 








a good company! 
Gireat Northern Life Insurance Company 


Home office : Milwaukee, Wisconsin 
Chicago office : 110 S. Dearborn Street 




















Equitable Life and Casualty Insurance Company 


OFFERS: The public the greatest value on the market including, Life time 
benefits—dividends—non-prorating and non-cancellable features—Backed 
by a second to none claim paying reputation. 
To real producers, high first commissions, substantial renewals and bonus. 
Exceptional opportunity for district managers now in Illinois, Kentucky, 
California, Colorado, Oklahoma and Indiana, 


360 North Michigan Ave., Chicago, Illinois 
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FIRE AND LIFE 


77). ASSURANCE CORPORATION, Lid 


FREDERICK RICHARDSON, United States Manager 
GENERAL BUILDING -4T & WALNUT STS. 
PHILADELPHIA 

















OPPORTUNITY! 


| Desirable Territory Open for Gen- 
eral Agencies. Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado 























THE OLD LINE 
CEDAR RAPIDS 
‘LIFE INSURANCE CoO. 
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FOR GOOD MEN 


-CBRoobBins, Pres. CB Svaboda; Secy 
HOME OFFICE: CEDAR RAPIDS, IOWA 
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—men who are self-con- OHIO 
fident— INDIANA 
—men who are morally KENTUCKY 
painagae tind WEST VIRGINIA 
=—men who are finan- 
cially responsible— PENNSYLVANIA 
2 TEXAS 
—men who are anxious OKLAHOMA 
to accomplish results— CALIFORNIA 
—men who are open to Partnership-basis ILLINOIS 
Agencies IOWA 
LIFE - HEALTH ACCIDENT 
THE OHIO STATE LIFE INSURANCE COMPANY Tell it all in the 
Columbus, Ohio mrst letter—Time is 
Money. 
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THE PURITAN LIFE 


of PROVIDENCE, R. I. 


Operates in just two states, Rhode Island and Coa- 
necticut. Non-Participating insurance. Extra inter- 
est dividend granted under settlement options. No 
double indemnity. No monthly Income in event of 
disability. Waiver of premium only. Company’s 
practice makes new benefits retroactive for old policy- 
holders so far as possible. Agents contracts upon 
salary basis direct with company. 
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GLOBE LIFE INSURANCE 
COMPANY OF ILLINOIS 


431 S. Dearborn St., Chicago 


WM. J. ALEXANDER 


President Secretary 


| POSE BARRY DIETZ 


Successor to 


GLOBE MUTUAL LIFE 
INSURANCE CO. 


| Incorporated 1895 
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and 
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for 


*Greater New York 

tNew York State 
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Texas 


Tennessee 
North Carolina 
South Carolina 
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*City ana Suburban. 
tExclusive of Greater New York. 





| Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
anly in “Field Annuals.” 


| Price of each $5.00 Postpaid 
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NOW READY 


Some Problems 


of Longevity 


An Aid to individual and Pulilie Masih 


A Broad and Absorbing Review of Factors Af- 
tecting Health and Length of Life 


By Frederick L. Hoffman, LL. D. 


Consulting Statistician The Prudential Insurance 
Company of America 


The scope of this valuable work is shown 
by its chapter titles: 


Introduction 
What is Longevity 

Problems of Human Increase 
The Marital Death Rate 
Fecundity and Birth Control 
Wasted Children’s Lives 

The Health of Primitive Man 
Civilization and the Death Rate 
The Health of the Negro 

The Dangers of Motherhood 
The Bar Sinister 

Health in the Tropics 

What Causes Death 

Vanishing Malaria 

Lingering Leprosy 

When the Heart Fails 

The Increasing Menace of Cancer 
Social Diseases 

Resistant Tuberculosis 

No Diphtheria 

Smallpox and Vaccination 
What is Hodgkin’s Disease? 
What is Addison’s Disease? 
Sunlight and Health 

The Human Constitution 

The Price of Health in Industry 
Long Life in the Army 

Health and Long Life in the Navy 
Living Underground 

Americans in Liberia 

Health Progress of East Africa 
Living in the Arctic 

The Rockefeller Foundation 
America’s Bloody Trail 

Tired of Life 

Disease Inheritance 


PRICE, $6 


Liberal discounts on quantity orders . 
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The Colonial Life Insurance Company of America 


Insurance in Force 


One Hundred Million Dollars 


1927 Showed Greatest Gains in History 
of Company 





Wide Variety of Ordinary and 
Industrial Policies Give Agents Un- 
usual Money Making Opportunities. 





OFFICERS 


E. J. Heppenheimer, President 
George T. Smith, Vice President E. C. Wise, Treasurer 
Chas. F. Nettleship, 2nd Vice President S. R. Drown, Secretary 


Home Office—Jersey City, N. J. 











DISTRICT MANAGERS WANTED 


We haveja few openings in North 
Carolina available to men who can 
qualify as organizers and personal 
producers. 

Exceptional contracts with top 
commissions and life time renewals. 

Openings at 
CHARLOTTE WILMINGTON 
RALEIGH WINSTON-SALEM 


Write F. A. HICKS, Superintendent 


Guarantee Fund Life Association 
Omaha, Nebr. 


ORGANIZED 1901 


Largest Organization of its Kind in America 














- Are You The Man? 


If so, and you can prove it, an unusual opportunity awaits you. Anestab- 
lished and progressive 


LIFE INSURANCE COMPANY 
intends to open an Agency in 
BRADFORD, PA. 


If offers—to the right man—an exceptionally good proposition. 
The man we want must have a clean and commendable record. He should 
also know how to select, train, and stimulate sub-agents. 
Compensation will inciude generous commissions and renewals with drawing 
account or salary and expenses. 
¥ you can ‘‘fill the bill,” write and tell us all about yourself, in strict confi- 

ence. 

Address Agency Manager, care THE SPECTATOR. 














“GRAND RAPIDS LABEL CO. 
GRAND RAPIDS. 
MICH. 4 


FOR FOLDER 
SHOWING ELABORATE DISPLAY 


We have something to offer in the way 
of a general agency that is very attractive to 
find with an old, conservative life company. 
It will pay anyone interested to investigate. 


All communications confidential. 


BOX 54 
Care of THE SPECTATOR 

















The First Supplement To The Handy Guide, 1928 


The first supplement to The Handy Guide to Premium Rates, Ap- 
plications and Policies, 1928 edition, has been issued by The Specta- 
tor Company. This supplement contains new policy forms and pre- 
mium rates of several prominent companies, thus bringing The 
Handy Guide fully up to date. 








Copies of this supplement will be supplied to those subscribers 
to The Handy Guide whose names appear on The Spectator Com- 
pany’s books, at 35 cents each, while the price to non-subscribers 
will be 50 cents. The three supplements to the 1928 edition.of The 
Handy Guide will be furnished to subscribers to that book for $1.00. 


Orders should be addressed to 


THE SPECTATOR COMPANY 


InNsuRANCE ExcHANGE 135 Witi1am Street 
CHICAGO NEW YORK 














Wilmer L. Moore, President 


Selling Helps 
Ages 30 days to 65 years 
Participating and Non-participating Standard and Sub-standard 
Non-medical 
Good available territories in eight Southern States 
E. S. Albritton, Vice-President 


The Southern States Life Insurance Company 
ATLANTA, GEORGIA 
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Please send, free, a copy of Roger 
W. Babson’s letter and ‘‘The Local 
Agent and Automatic Sprinklers.” 


a 








I Ss cei as os ren wn cee cae. 
\, Grtonell Co., Inc.,256W. Exchange St., Providence, R. I. 





Roger Babson’s Open Letter 
Opened Trowbridge Sr.’s Eyes 


Trowbridge, Senior: (breaking in on his son's conversa- 
tion with the bookkeepers) ‘So this is the way you run 
the office when I take a month's vacation? Sell our biggest 
fire-risk a proposition that cuts 75% off the premiums.”’ 


Trowbridge, Junior:*‘You told me to use my judgment, 
father. And I had good reasons—"’ 

Senior: *‘Reasons! Reasons! REASONS? You've just got 
a lot of fancy ideas about service. Why should we show 
the Harrington Mills how to get a Pecan system out 
of their insurance premiums and reduce our own com- 
missions ?”’ 

Junior: ‘Because if we didn't, somebody else would.” 


Senior:‘‘Not on your life. We're as solid as Gibraltar 
there. Hardly a week goes by that I don’t play golf with 
George Harrington himself.” 

Junior: (dryly) “I suppose that’s service."” CHis tone 
changes) ‘‘Now a , Dad, do you think we could 
hold that business if the Abernathy Agency came alon 
atid showed the Harringtons that the plan was advocate 
in this open letter from Roger Babson? Wouldn't they 
jump at the chance to put in a sprinkler system and pay 
for it in five or six years without spending a cent more 
than they are paying in insurance premiums? They simply 
turn over the difference between their present premiums 
and the lower, sprinklered rate to Grinnell Company, 
which finances the whole proposition.”’ 

Senior: (glancing over the Babson letter) ‘‘Yes, it is a 
sound enough proposition—from the policy-holder's 
standpoint. But how about us?”’ 

Junior: ‘‘Us? How about half a dozen other agencies or 
brokers who would be glad to write the Harrington 


licy at any price? It was important that we got there 
rst with this plan. And I tell you it’s going to pay us 
in the long run.”’ 


Senior: (sarcastically) ‘‘I don’t suppose you think we're 
out anything on commissions?” 


Junior: ‘Not if we can make it up in other ways. I've 
already got Harry Ingles, the Treasurer, all steamed up 
about using the savings toward buying that Liability In- 
surance you were trying to sell them before you went 
away."’ (Smiling) ‘‘And I'm sure, Dad, if you use your 
golf connections to sell the big boss on the roposition, 
you can get them to sign up long before Hs sprinkler 
system is paid for.”’ 

Senior: ‘‘H-m-m. That does sound fairly reasonable. And 
by George, if I’m as good a salesman as I think I am, I'll 
have the Harringtons spending more on insurance than 
they ever did.”’ (Rising) “Well, son, you’ve called m 
call-down. Guess we can’t go wrong when we work | 
Roger Babson.”’ 


Why not ride with progress 
instead of bucking it? 


Sooner or later every owner of unsprinklered property 
will progress to the point where he will buy sprinklers 
out of savings in insurance premiums. Live agents have 
kept ahead of competition—by being the first to offer this 
proposition—and then used the good will they earned to 
sell increased protection in other lines. And, of course, 
when they thought of sprinklers they thought of Grinnell. 
Send the pr ea for Roger W. Babson’s letter and the free 
booklet, ““‘The Local Agent and Automatic Sprinklers."” 


GRINNELL 


AUTOMATIC SPRINKLER SYSTEM 























